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Financing Plan 
On Replacement 


Business Sought 
Service Men Tell What 


Manufacturers Can 


Do For’ Them 


By Phil B. Redeker & Robert M. Price 


OMAHA, Neb.—What the service 
man thinks the manufacturer could 
do to make life better and business 
more profitable for the service man 
was audibly set forth by members of 
Missouri Valley Chapter No. 1 of the 
Refrigeration Service Engineers So- 
ciety at one of its regular semi- 
monthly meetings, held here early 
this month. 

Correspondents for AIR CONDITION- 
ING & REFRIGERATION NEWS present at 
the meeting requested the members 
to voice their ideas, opinions, and 
suggestions as to what the manufac- 
turers might do to help them do a 
better job, at a greater profit. 

First matter to come up was that 
of the sale of replacement parts, 
units, and systems by the service 
man. 

Main barrier to the average service 
man doing a job in the matter of 
selling replacements is that he hasn’t 
any means to finance such instaHa- 
tions. 

“If the manufacturers want us to 
sell replacement units and systems,” 
declared one of the men present, 
“they'll have to give us a complete 
financing plan, and teach us how to 
use it. If the established service engi- 
neer could get financing, practically 
every one of them would do a job 
in selling equipment for replacement. 

“As it stands now, it is practically 
impossible for us to compete for such 
jobs with others who have financing 
facilities.” 

While there is some possibility of 
the service man replacing some such 
major part of the system, outside of 


(Concluded on Page 16, Column 3) 


Trade Agreements Aid 
Refrigerator Exports 


By George F. Taubeneck 


WASHINGTON, D. C.—On electric 
household refrigerators, which were 
exported to the amount of nearly 
$11,000,000 in 1938, more favorable 
duty or quota treatment has been 
obtained in four trade agreements 
with foreign nations, and existing 
rates of duty have been bound 
against increase in seven other such 
agreements, according to H. C. Mac- 
Lean, chief of the trade agreements 
unit, Department of Commerce. 

In the case of the most recent 
trade agreement, the one with the 
United Kingdom, the duty on electric 
refrigerators was reduced from 20% 
to 15%—three-fourths of the previous 
rate. 

On electric motors and controls, 
exports of which reached nearly 
$9,000,000 in 1938, duty reductions 
Were obtained in three agreements, 
and existing rates were bound in four 
more. The French agreement re- 


(Concluded on Page 2, Column 5) 


Who’s Who on an Air- 
Conditioning Job? 


MILWAUKEE—Whether a_ work- 
Man on an air-conditioning system 
should be a steamfitter or a plumber | 
formed the basis of a recent labor 
ute before the common council 
ere 

The question arose during an at- 
‘empt to revise the Milwaukee water 
department rules, which have been 
n effect since 1872, when air condi- 
oning was unknown. 

According to Henry F. Bohman, 
uperintendent of the Milwaukee 


(Concluded on Page 20, Column 4) 
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Leaves G-E 


J. J. (“Joe”) Donovan has re- 
signed as manager of the air- 
conditioning department of the 
General Electric Co. No succes- 
sor has been appointed as yet. 


Crosley Car Will Be 
Introduced Friday 


INDIANAPOLIS — Powel Crosley, 
Jr., will put his new low-priced 
automobile through its paces on the 
Indianapolis Speedway here Friday, 
April 28, before 200 Crosley refrig- 
erator and radio distributors. 

Advance notice from famed press 
agent Steve Hannagan declares that 
the new car is “smaller, lighter, more 
economical, at a new price lower 
than ever before.” 


An Alley Cat Holds Up 
An $11,000,000 Job 


LOS ANGELES—Workmen sealed 
up the air-conditioning system in Los 
Angeles’ new $11,000,000 Union Sta- 
tion three days behind schedule. 

The reason: Angelina, an alley cat, 
chose a recess in the main vent in 
which to become a mother, and didn’t 
emerge with her three offspring 
until the carefully-laid schedule had 
been completely upset. 


Parts Makers 
Association Now 
Known as Rema 


Refrigeration Equipment 
Manufacturers Plan 


1940 Exhibition 


FRENCH LICK, Ind.—Refrigera- 
tion Equipment Manufacturers Asso- 
ciation (Rema) is the new name for 
the organization which has _ been 
known as the Refrigeration Supplies 
& Parts Manufacturers Association. 
This name change was decided upon 
at the spring meeting of the group 
held here April 21. 

In addition to the change of name 
several amendments were made in 
the by-laws. Prominent among these 
is a shift in the arrangements for 
the membership meetings of the 
organization. Hereafter the official 
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Takes Charge 


Herman Lehman, who leaves the 


managership of the St. Louis 
Frigidaire branch to become head 
of Frigidaire’s commercial refrig- 
eration and summer air-condi- 
tioning department. 


Wilmington, Del., Dealers Fight Bill That Puts 
Air-Conditioning Work in Plumber’s Hands 


WILMINGTON, Del. — Charging 
that it would give the monopoly for 
air-conditioning and oil burner instal- 
lations to plumbers, air-conditioning 
dealers in this city are up in arms 
against a proposed bill, now in the 
State Legislature, which would per- 
mit the Levy Court of New Castle 
county to set the terms and condi- 
tions of such installations. 

The dealers, allege that this bill 
would restrict “the installation and 
servicing of air-conditioning equip- 
ment, as well as oil burners, to 
master plumbers and persons en- 
gaged in the plumbing business. 

Passage of the bill, they claim, 
would cause chaos and confusion and 
would mean unemployment of several 
hundred men and create a monopoly 
among master plumbers only. 

The protest was in the form of a 
petition, explaining that the bill 
classifies oil burners and air condi- 
tioning in the field of plumbing and 


Democracy De Luxe 


Typifying the most important activity that goes on down in Washington 
is this snapshot taken by the editor in the interior of the Department 


of Labor. 


The word “argument” will draw a crowd faster in Washington 


than the word “fire” will anywhere else. Note luxurious surroundings 


—all 


air conditioned—which house Madame Perkins and her crew. 


sanitary work associated with water 
and sewer systems. 

“Oil burners and air conditioning 
have no connection with these,” the 
air-conditioning dealers claimed. 
“There is no basic connection with 
plumbing, either from a manufac- 
turing, selling, installation, or serv- 
ice operation. 


“Oil burner and air-conditioning 
equipment has been pioneered, sold, 
installed, and serviced from its in- 
ception by specialty organizations. 
The plumbing industry generally has 
never accepted these items, except 
as an incidental to a particular job 
they may have bid on.” 


The petition held that the oil 
burner and air-conditioning clause in 
the measure “obviously has no con- 
nection with the purpose and intent 
of the bill, which is intended for 
sanitary protection, which work is 
within the province of the master 
plumber. Certainly a fair analysis 
of the situation will prove conclu- 
sively that the bill in its present form 
is definitely detrimental to the in- 
terests of established business, to the 
labor it employs, and to the people 
who buy oil burners and air-condi- 
tioning equipment.” 

The petition declares the proper 
engineering, installation, and servic- 
ing of air-conditioning equipment and 
oil heating and ventilating are far in 
advance of the training of the average 
master plumber. 

“Oil burners and air-conditioning 
equipment are entirely controlled by 
intricate electric controls,” the peti- 


(Concluded on Page 20, Column 2) 


Delco- Frigidaire 
To Split; Stress 
‘Package’ Units 


Separate Divisions Will 
Sell Cooling, Heating 
Equipment 


By George F. Taubeneck 


DETROIT—In order to sell more 
air-conditioning equipment, General 
Motors has decided to split up its 
Delco-Frigidaire division, according 
to authoritative sources here. The 
heating business will go back to the 
Delco division at Rochester, N. Y.; 
while the summer air-conditioning 
business will go back to Frigidaire at 
Dayton. 


Thus General Motors joins the 
vanguard of the movement to put 
cooling equipment in the hands of 
people who understand it and can 
sell it. Moreover, the entire facilities 
of this organization will be turned 
toward the production and distribu- 
tion of “package” air-conditioning 
equipment. “Put more installation 
into the product” will be the watch- 
word. 

Herman F. Lehman will leave his 
position as Frigidaire branch man- 
ager at St. Louis to head the new 
set-up at Dayton. He will be re- 
placed in St. Louis by H. J. Walker, 
Jr. of Frigidaire’s public utilities 
division, who was at one time 
Detroit branch manager. 

Mr. Lehman, who was Frigidaire 
commercial sales manager before 
going to St. Louis, will have entire 


charge of Frigidaire’s commercial 


and summer air-conditioning’ sales. 
In the wake of this reorganization, 
J. J. Nance, Earl Doty, and Roy 
Smithson have all resigned. Mr. 
Smithson, who was Frigidaire’s com- 
mercial sales manager, will now 
assume full charge of the G. A. 


(Concluded on Page 2, Column 4) 


Vogel Quits G-E Radio 


To Join Farnsworth 


FT. WAYNE, Ind.—Ernest H. 
Vogel, manager of the radio sales 
division of General Electric Co., has 
resigned to become vice president of 
Farnsworth Television & Radio 
Corp. here. 

Mr. Vogel first joined G-E as radio 
sales manager in 1936, previously 
having been with Radio Corp. of 
America for six years in advertising, 
sales, and merchandising depart- 
ments. 

Perry F. Hadlock, who has been 
with G-E for 11 years, succeeds Mr. 
Vogel as manager of the radio sales 
division. 


Appliance Salesmen Profit By ‘Taking a Chance’ 


In Promotion of California Association 


SAN FRANCISCO—Gambling may 
be a sin, but nevertheless San Fran- 
cisco refrigerator salesmen are being 
urged to “take a chance” in the 1939 
Electric Refrigeration Campaign 
being sponsored by the local unit of 
the Electric Appliance Society of 
Northern California. 

Salesmen are given ‘‘chance” cards 
on the following basis: one card for 
each sale of an article priced at $150 
or less; two tickets for each sale 
of an article priced from $150 to 
$250; three cards for each.sale of 
a unit priced at $251 to $350; and 
four chances for each sale of a re- 
frigerator at $351 or more. 

Three weekly prize drawings are 
scheduled to stimulate interest during 
the campaign and to prepare sales- 
men for the grand “Sweepstakes” 
drawing at the contest’s close. 

Prizes in each weekly drawing total 
$60, being divided as follows: first 
prize, $15; next two prizes, $10 each; 
next five prizes, $5 each. Sweep- 


a. 


stakes prizes will total $220, with 
$50 going to the winner. Other 
awards will be split in this way: 
second and third prize, $25 apiece; 
fourth and fifth, $15 each; next four 
prizes, $10 each; last 10 awards, $5 
apiece. 

The chance cards delivered to 
retailer members of the society, must 
be completely filled out and verified 
by the department head. 

Only salesmen employed by mem- 
ber firms may participate in the con- 
test, and each sale must be a bona 
fide sale made at retail list price. 
Only sales closed between April 10 
and May 6 qualify for the cash 
awards, and deliveries on these sales 
must be made not later than May 13. 

All chance cards entered in the 
weekly drawings will automatically 
qualify for the Sweepstakes drawing 
which will be held at the annual 
refrigeration breakfast. Salesmen 
are limited to one prize at each 
drawing. 
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Parts Makers Discuss 
Future Trends At 
Spring Meeting 


(Concluded from Page 1, Column 3) 
annual meeting will be held in the 
spring, with a short mid-winter meet- 
ing during the exhibition week, in 
place of the former formal business 
meeting during the show with a 
spring meeting later in the year. 


The opening address by H. V. 
Higley, president, Ansul Chemical 
Co., on “Considerations a Manufac- 
turer Must Face in Classifying His 
Trades on Functional Lines,” 
vided material for the further de- 
velopment of several phases of this 
subject at future meetings. 


Discussion of the subject, under 
the leadership of A. B. Schellenberg, 
president, Alco Valve Co., ran far 
beyond the time scheduled. This 
made it necessary for Program 
Chairman E. A. Vallee, who presided 
at the forenoon session, to close the 
discussion long before the members 
were ready to turn to the next 
address, “Squaring One’s_ Sales 
Policies With What One Hears from 
the Field,” by W. C. Allen, vice 
president, Modern Equipment Co. 


‘OVERTIME’ DISCUSSIONS 


Between the contributions offered 
by G. E. Graff, vice president, Ranco, 
Inc., who led the discussion of this 
subjéct, and the points made by Mr. 
Allen in his remarks, it was again 
necessary for the chairman to close 
the discussion before the members 
were ready to do so. 


Speaking on “Future Trends of 
the Market for Refrigeration Parts 
and Supplies,’ K. M. Newcum, secre- 
tary, Superior Valve & Fittings Co., 
presented a subject that again made 
it necessary to continue the session 
a full hour beyond the scheduled 
period before the discussion subsided 
sufficiently to recess for lunch. 


Discussion leader H. E. Rieckel- 
man, vice president, Fedders Mfg. 
Co., himself a veteran in the refrig- 
eration equipment industry, paid Mr. 
Newcum the compliment of saying 
that this was the greatest contribu- 


— 


“ 


=<" No Joints! No Leaks! 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
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They Are Stabilizing the Refrigeration Parts Business 


Members of the _ Refrigeration 
Equipment Manufacturers Association 
assemble on the steps of the French 
Lick Springs hotel. Top row: H. T. 
Hulett, General Electric; H. E. 
Rieckelman, Fedders; N. B. Ronning, 
General Electric; W. C. Allen, Modern 
Equipment; F. J. Hood, Ansul Chemi- 
cal; F. J. Riggin, Jr., Mueller Brass. 

Second row: C. V. Gary, Henry 
Valve; E. J. Tweed, Dole; F. K. Smith, 
Tecumseh; David H. Daskal, Per- 
fection Parts; J. A. Strahan, Kerotest; 
secretary of the 
association; A. J. Meyer, Ranco; Mel 
W. Knight, Peerless. 


Third row: F. M. Cockrell, REFric- 
ERATION News; Charles Benson, Im- 
perial Brass; Art Schellenberg, Alco 
Valve; C. M. Brown, Tecumseh; R. 
H. Luscombe, Penn Switch; S. R. 
Robinson, Bonney Forge & Tool; 
John Wyllie, Jr., Temprite. 

Fourth row: K. B. Thorndike, De- 
troit Lubricator; Charles W. Johnston, 
Virginia Smelting; E. J. Zoll, Chicago- 
Wilcox; E. J. McGovern, R. & H. 
Chemicals; G. E. Graff, Ranco; 
Kenneth M. Newcum, Superior Valve; 
M. E. Miller, Peerless. 

Bottom row: J. D. Colyer, Wolverine 
Tube; H. V. Higley, Ansul Chemical; 


. J. S. Forbes, Superior Valve; Earl 
Vallee, Automatic Products; Frank J. 
Gleason, Copeland; W. A. Leonard, 
Imperial Brass. 

Others who attended the meeting 
were H. W. Merkel, Cincinnati; R. W. 
Burton, National Refrigeration Supply 
Jobbers Association; H. T. McDermott, 
Nickerson & Collins; C. R. Markham, 
Utilities Engineering Institute; T. W. 
Binder, Newark, N. J.; H. H. Hubbell, 
Brass & Copper Sales Co., St. Louis; 
B. H. Clark, DeKalb, Ill.; F. Langsen- 
kamp, Jr., Indianapolis; and Leo H. 
Gorton, Machine Tool & Supply Co., 
Tulsa, Okla. 


tion that ever had been made to the 
industry on this subject. 

Last of the four formal papers on 
the program was given by Leo H. 
Gorton, Machine Tool & Supply Co., 
Tulsa, Okla., who is the newly elected 
president of the National Refrigera- 
tion Supply Jobbers Association. He 
spoke at the banquet session. 

A full day also was devoted Thurs- 
day, April 20, to a series of commit- 
tee meetings, conferences, and a 
meeting of the board of directors of 
the association. 


1940 SHOW DATE SET 


It was decided by the general 
committee in charge of the Second 
Annual All-Industry Refrigeration & 
Air Conditioning Exhibition to hold 
this show during the week beginning 
Jan. 15, 1940. The committee also 
announced that already six national 
technical and trade organizations 
within the industry have definitely 
accepted invitations to hold their 
annual meeting or convention in 
Chicago in conjunction with this 
exhibit. Action on similar invitations 
from several other such organizations 
is anticipated in the near future 
following meetings soon to be held 


ANSUL CHEMICAL COMPANY 


old Sayings 


THAT ARE 


ANSUL AXIOMS 


E> 

re 
W Clean as a Whistle 
Atte Pure as Snow 


AE. Dry as Sahara 


AC-6-8 


MARINETTE, WIS. 


A N S lJ | SULPHUR DIOXIDE 
- METHYL CHLORIDE 


at which these invitations officially 
will be considered. 


All members of the _ exhibition 
committee were in attendance. They 
are: 

M. W. Knight, chairman, Peerless 
of America, Inc.; F. J. Hood, Ansul 
Chemical Co.; H. T. Hulett, General 
Electric Co.; A. B. Schellenberg, 
Alco Valve Co.; K. B. Thorndike, 
Detroit Lubricator Co.; and R. M. 
McClure, secretary and exhibition 
manager. 

The Friday meeting was closed 
with a banquet at which tribute was 
paid to J. F. Colyer, vice president, 
Wolverine Tube Co., in which H. V. 
Higley recounted the obligations the 
organization was under for the time 
and effort Mr. Colyer gave to the 
organization during the three years 
he served as president. As a tangi- 
ble token of this appreciation he was 
presented with an engraved watch 
in which the sentiments expressed 
by Mr. Higley were recorded. 


For the contribution made by Mr. 
Knight toward the success of the 
First Annual All-Industry Refrigera- 
tion & Air Conditioning Exhibition, 
of which he served as general chair- 
man, and to his wife, Mrs. Ruth 
Knight, who served as chairman of 
the Ladies’ Entertainment Commit- 
tee, President J. S. Forbes presented 
them with a set of table silver. 


Detroit ASRE Hears 
Talks on Controls 


DETROIT—Talks on both house- 
hold and commercial refrigeration 
controls furnished the subject matter 
for the April meeting of the Detroit 
section of American Society of Re- 
frigerating Engineers, held April 18 
in the Lee Plaza. R. C. Doremus of 
Detroit Ice Machine Co. was chair- 
man. 

A. B. Schellenberg, president of 
Alco Valve Co., St. Louis, spoke on 
household refrigeration controls, illus- 
trating his points with a demonstra- 
tion of the “glass evaporator.” 

J. A. DePuy, Detroit representative 
of Minneapolis-Honeywell Regulator 
Co., covered the commercial controls 
subject with a showing of films 
contrasting operation of the com- 
pany’s new “Polartron” with the 


Frigidaire To Handle 
Cooling Units Only 


(Concluded from Page 1, Column 5) 
Sigritz Beverage Co. of Dayton, a 
soft drink bottling establishment he 
has owned for the last five years. 

Mr. Nance, who was manager of 
the Delco-Frigidaire division, and 
Mr. Doty, who was Delco-Frigidaire’s 
advertising manager, have not an- 
nounced their future plans. 

Members of the Delco-Frigidaire 
field force, who were primarily heat- 
ing specialists, will now report to 
Rochester. Field contacts on sum- 
mer air-conditioning products will be 
handled by Frigidaire’s commercial 
division men. 


Correction 


The NEWS last week incorrectly 
reported that Arthur Kitson had been 
appointed manager of all Norge 
range sales activities. Mr. Kitson 
will have charge of sales of electric 
ranges only, gas range sales remain- 
ing with C. H. MacMahon. 


How Trade Agreements 
Help Export Business 


(Concluded from Page 1, Column 1) 
duced the duty on certain sizes of 
electric motors as much as 38%, 


In those cases wherein duties have 
been “bound” rather than reduced, it 
means either that the rate was 
already favorable, or that there was 
reason to fear that an increase in the 
duty might be made. 


On radios and “wireless equip- 
ment,” which were exported in 1938 
in the amount of $23,000,000, more 
favorable duty or quota treatment 
has been obtained in nine agreements 
and existing rates of duty have been 
bound against increase in four more. 

In making a trade agreement with 
a foreign country, of course, it’s tit 
for tat. They reduce the duty on one 
of our products; we, in return, reduce 
our tariff on one of theirs. This re- 
quires a lot of study, a lot of arguing, 
and a lot of delicate balancing. Yor 
the most part, the electrical industry 
has fared exceedingly well in this 
horse trading. 

When our manufacturers sell more 
goods abroad, it means greater pur- 
chasing power, increased general 
prosperity, and a larger demand for 
all kinds of goods, including elec- 
trical equipment and apparatus. 

Futhermore, production that finds 
an outlet in foreign lands not only 
tends to keep down costs by expand- 
ing volume but also relieves the pres- 
sure of unsalable surpluses on the 
domestic market and exerts a 
stabilizing and strengthening influ- 
ence on prices. 

The most-favored-nation clause 
works both ways, and while we do 
extend our concessions to countries 
other than the one to which they 
were originally granted, all those 
other countries do exactly the same 
thing for us when the conclude a 
trade agreement with someone else. 

Furthermore, the principle has 
been adopted of reducing duties only 
on products of which the other 
country has been either the leading 
or one of the leading suppliers, and 
this naturally places a definite limit 
on the extent to which third countries 
are able to profit. 

It is significant that the value of 
United States exports to countries 
with which trade agreements were in 
effect showed an average increase of 
more than 61% for 1937 and 1938 
over the pre-agreement years 1934 
and 1935, while the average increase 
in exports to countries with which 
no trade agreements had been con- 
cluded was only 38%. 

As for imports, the average in- 
crease for 1937 and 1938 compared to 
1934 and 1935 was slightly smaller 
for the agreement group than for the 
non-agreement group, which _indi- 
cates that the concessions granted 
did not flood the domestic market 
with foreign products. 

So far as the electrical industry is 
concerned, the value of our exports 
has been more than fifty times that 
of imports, which have been entirely 
insignificant in comparison with 
domestic production. 

The signature on Nov. 17, 1938, of 
the trade agreement with the United 
Kingdom, our largest foreign cus- 
tomer, raised the number of countries 
with which agreements have been 
concluded to 19. Approximately 60% 
of our total foreign trade has now 
been brought under the influence of 
the trade agreements program. 


(formerly Supplies & Parts) 


Rema Executives Discuss Sales Policies 


H. V. Higley of Ansul Chemical addresses the Refrigeration Equipment 


Manufacturers Association at its spring 


Valve; and Earl Vallee of Automatic Products. 


and Mr. Higley vice president of the association. 


meeting last week-end at French Lick. Seated at the table, left to right, 
are R. M. McClure, secretary of the association; J. S. Forbes of Superior 
Mr. Forbes is president, 


Mr. Vallee, chairman 


of the program committee, introduced the speakers. 


conventional type of equipment. 
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Get the inside story on why General Electric’s 


“SELECTIVE AIR CONDITIONS 


is the Greatest Refrigerator Sales Feature of the Year! 


@ G-E’s Selective Air Conditions 
provide different combinations of 


temperature and humidity and give 
the most practical low-cost method 
of food preservation known today. 


Get the Inside Story from your G-E 
Distributor on why G-E Refrigerators 
are the “hot” line of the year. General 
Electric Co., Specialty Appliance 
Division, Nela Park, Cleveland, Ohio. 


G-E Prices for 39 are lower than ever! 


Sealed-in-Steel 
Cold-Making Mechanism with 


FORCED FEED LUBRICATION 
AND OIL COOLING 


Proved by 
13 Years Performance Record 


G-E THRIFT UNIT 
Daddy of ‘em all! 
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Conditioning 


® 
Detroit Sales In First 
Quarter Are Down 


DETROIT—Almost a total absence 
of “heavy tonnage” installations 
characterized air-conditioning sales in 
the Detroit area during the first 


N. Y. Association Raps 
Proposed School Law 


BUFFALO — Charging that the 
measure represents “another vicious 
attempt to remove the present good 
standards of ventilating in public 


American Industry Has 
Real Opportunity Abroad 


By Walter Alwyn-Schmidt, Foreign 
Trade Consultant, New York City 


The unsatisfactory political situa- 
tion in Europe is renewedly drawing 
the attention of foreign countries tc 
the American market as a possible 
source of supply. The condition is 
very similar to that which existed 
just before the outbreak of the 
European war 25 years ago, when 
American manufacturers found them- 
selves swamped with export orders. 


Cool Summer Forecast For Circus Fans 


quarter of this year, according to | gcehools in Buffalo and other com- As a result American industry, in- | 
information reported by Detroit Edi- | munities of the state,” the Air Condi- | cluding the air-conditioning business, & 2 ow | 50 FEET Ss. 
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table on this page, four were made | ing plans, before receiving approval | 1 ican . Pri ee pee oy a =} woe pa | OF 8 UNITS * 
in January, four in February, and | of the state education commissioner, all. of the trum 4 to the and. start- us nL Ww a R 
20 in March of this year. While | shall embody adequate facilities for am with i zit Th. dork at oO at Sf OOF SPRAY * 
installations and tonnage totals for | heating and ventilation, but strikes A + enpetiente Gnd tliee wah - Oo th 
the first two months were below | out the present requirements for candieains < apres ak dom vd Peg ° a a 
last year, March installations and | ventilation and air conditioning. z * the meade of As foreign customer “ he 
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ago. of charges, the Air Conditioning These facts are known abroad and oO o 
Installations made during March, Association sent the following letter explain why foreign customers natu- FEET ne 
1938 totaled 245 hp. as compared to Buffalo representatives in Albany: rally turn to the United States for | ane 
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ne Sas tee Se a For one reason or another this fai 
a eso Pasir aaeery thang ye Migr special function of the American Eight huge trailer-mounted units like the one shown above will be used ae 
csi of the commissioner of educa- | technical press as a foreign trade to cool customers of Ringling Brothers-Barnum & Bailey circus this a 
tion to approve anything which may builder is only imperfectly understood summer. Location of the units is shown in the lower diagram. —_ 
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would seem to be a blunder on the 
part of the State of New York to 
make any change in the rules govern- 
ing protection of our children in 
public schools.” 


Chicago Airtemp Sales Takes 
Over Construction Corp. 


CHICAGO—Airtemp Sales Corp., 
a subsidiary of Chrysler Corp., has 
taken over the activities of Airtemp 
Construction Corp. in the metropoli- 
tan Chicago area. Offices of the 
organization are at 508 Wrigley 
building. 

Wallace F. Ardussi, regional man- 
ager, formerly on Airtemp’s execu- 
tive staff at Dayton, Ohio, is en- 
couraged over the business outlook 
in air conditioning. Distributors in 
Minnesota, Wisconsin, Iowa, and 
Illinois are planning for substantial 
volume increases this year over 1938. 


Evansville ‘Movies’ Cooled 


EVANSVILLE, Ind.—New  air- 
conditioning systems are being in- 
stalled in two of Evansville’s major 
downtown theaters, Loew’s and the 


the best and most active export agent 
of the American industry, because it 
is on the spot at the time when the 
order originates. 

Our foreign competitors are fully 
alive to this case history of the aver- 
age export order, and there is no 
denying the fact that much of the 
advertising carried in European en- 
gineering magazines, is placed with 
an eye upon foreign business. 


EXPORTING NATURAL 


Exporting seems to come natural 
to the European engineering firm, 
and it has learned a long while ago 
that serving the foreign customer is 
not essentially different from doing 
business in the domestic market. 
However, the path is made easier by 
the export inquiry which reaches the 
desk in the form of a reply to an 
advertisement in a trade paper. 

Quite apart from the fact that the 
inquiring customer is bound to be a 
more promising prospect than the one 
who has been solicited, there is the 
very important consideration that 
the foreign reader of an American 
magazine can be expected to know 


English, as otherwise he would not | 


subscribe or ask for the magazine. 
This, from the start, eliminates the 


minor importance in their own mar- 
ket, but very busy nevertheless with 
satisfying the growing demands of 
their foreign customers. They need 
parts and supplies from American 
manufacturers to help fill these 
demands. 

Advertisements are preferred read- 
ing matter for the foreign business 
man more even than they are at 
home. He receives much of his 
technical instruction from the copy 
writer. More important than size in 
his case is continuity, as every 
foreign reader who has seen a 
needed advertisement in a back copy 
and fails to find it in the current one 
can testify. 

Neither the publisher nor the con- 
sular office displaying a magazine 
can guarantee that the copy seen by 
the prospect will be the one contain- 
ing the advertisement that the 
enquirer wishes to find. In the case 
of subscribers, however, this is not 
so great a factor. 


will be mounted on eight trailer 
trucks. The apparatus will be power- 
ed by a circus generating unit. 


Through 16 huge diffusers, cooled 
air will be discharged into the tent. 
Exhaust facilities will permit with- 
drawal of approximately the same 
amount of air, so that a constant 
supply of cooled air will be provided. 

Equipment on each of the trailers 
will consist of a fan and special air 
washer with ice compartments, and 
heating coils. Two circulating pumps 
will spray cold water into the air 
washer, through which the air to be 
cooled will circulate. On cool days, 
air can be heated before being 
circulated. 


Although the circus has used the 
words “air conditioning” in telling of 
its plans, Buffalo Forge refers to the 
project as “comfort cooling,” explain- 
ing that real air conditioning implies 
humidity control as well as _ the 
cleansing and circulation of air. 


— 


Lack of Sang Tonnage Installations Forces 


Detroit’s First Quarter Below 1938 


(Data Compiled by Detroit Edison Co.) 
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Commercial Re nigeration 


Specialty Selling Needed For Success 
In Commercial, Distributor Contends 


By Phil B. Redeker 


OMAHA, Neb.—“If you don’t have 
‘specialty’ salesmen selling commer- 
cial refrigeration equipment, you 
won’t get the business,” declares M. 
S. Livingston of Major Appliances, 
Ine., Frigidaire distributor here 
who handles the complete line of 
Frigidaire equipment, and also Delco- 
Frigidaire air-conditioning equip- 
ment. 

Selling commercial refrigeration at 
retail in Omaha, ‘and at wholesale 
throughout the territory, Mr. Living- 
ston has some definite ideas about 
how the business should be operated. 

His experience, says Mr. Living- 
ston, has indicated that men who 
have worked selling household refrig- 
erators to apartment houses make 
good commercial refrigeration sales- 
men. Some service men have also 
developed into good salesmen for this 
division. 

“Generally speaking, the man must 
have had some experience in handling 
fairly sizeable deals—he must not be 
scared of handling the details of any 
deal just because there is quite an 
amount of money involved. That’s 


‘why apartment house salesmen fit 


into the picture well. 

“The service man, if he has any 
sales ability at all, is a good man for 
the job because he knows his ‘book,’ 
and because he is used to dealing 
with the kind of people that a com- 
mercial salesman calls upon.” 

One way to keep good salesmen, 
says Mr. Livingston, is to pay them 
well. By “paying” them Mr. Living- 
ston means a salary plus bonus. 
There are 19 salesmen in his organi- 
zation, (four in wholesale commercial 
and three in retail commercial), and 
all of them are on a salary basis. 

“Sales aren’t made in a day, in a 
month, or sometimes not even in a 


year. If you have a different man 
going back to call on the prospect all 
the time, he thinks something is 
wrong. Salaries keep down salesmen 
turnover.” 

Dealers out in the territory must 
have full set-ups, with trained instal- 
lation and service men, before Mr. 
Livingston will let them handle the 
commercial line. Purely package 
merchandise may be granted to some 
household appliance dealers under a 
separate franchise, but unless they 
are set up to estimate, install, and 
service they don’t handle the com- 
plete commercial line. 


Mr. Livingston also demands com- 
plete cooperation from his out-terri- 
tory dealers in the matter of 
promoting commercial sales. His 
wholesale salesmen sit down with 
the dealers and work up lists of 
prospects to whom promotion is to 
be sent. 


These lists are then classified as 
to type of market, and are circu- 
larized with literature sent out from 
the main office in Omaha. Only one 
market is attacked at a time in these 
promotion campaigns. 


Mr. Livingston is_ enthusiastic 
about the possibilities of automatic 
heating systems as a dovetail for the 
commercial refrigeration dealer. He 
has figures showing that the peak 
season on heating equipment sales is 
in the early fall, when refrigeration 
sales are the poorest. And he sees 
a big market in automatic heat, both 
in new and replacement business. 

Training of salesmen is the key- 
note of this business, he _ thinks. 
The salesmen must take every ad- 
vantage offered of learning more 
about this business, and how to sell 
the products. 


Week-End Production of Whipped Cream Cakes 
Stored In Cold Room of Chicago Bakery 


3,500 whipped cream cakes can 
be stored in this refrigerated 
room in a Chicago bakery. 


Sattery of refrigerating units 
for air-conditioning and commer- 
cial service. 


Aeeontibiiens salesroom. 


CHICAGO — Refrigeration aplenty 
is needed to handle a week-end pro- 
duction of 15,000 to 18,000 whipped 
cream cakes, or a holiday run of 
20,000 to 25,000 cakes, so a special 
21 x 23 x 9-foot cake-holding room 
in which 3,500 whipped cream cakes 
can be stored at one time was in- 
stalled in the recently opened 79th 
St. store of the Dressel bakery, said 
to be responsible for the origination 
and popularization of this whipped 
cream delicacy. 

Cooling of the cakeroom is taken 
care of by a 5-hp. Mills compressor 
in the basement hooked up to Rempe 
coils in the storage room itself. 


In addition to this 5-hp. unit, there 
are five other Mills compressors in 
this bakery, each performing a spe- 
cific function and each operating 
independently of the rest. 


One 7144-hp. unit handles the store’s 
air-conditioning system. A %4%-hp. 
compressor takes care of a 12-foot 
refrigerated display case. Two 14-hp. 
condensing units furnish refrigeration 
for an ice cream dispensing cabinet 
and a kitchen ice box. A 2-hp. job 
is to be installed for a dough-retard- 
ing box and a storage cooler. 


Walter C. Hilger, general contrac- 
tor on the building (and also a 
refrigeration engineer), was largely 
responsible for the installation. 

Special equipment in this store, 
which is the fourth unit in the bakery 
chain of William, Joseph, and Her- 
man Dressel, includes a dough mixer 
imported from Switzerland which 
resembles a huge pair of hands lift- 
ing, rolling, and kneading the dough, 
and a bake oven containing a revolv- 
ow. ferris wheel “big enough to ride 

,’ it is said. 


3 New Lipman Distributors 


BELOIT, Wis. — Appointment of 
three new Lipman distributors has 
been announced by General Refrig- 
eration Corp. 

The new outlets are: North Iowa 
Refrigeration Co., Mason City, Iowa; 
Lipman Refrigeration Sales & Serv- 
ice, Cleveland; Kenyon Sales Service, 
Peoria, Il. 


satisfaction. 


PAR close-coupled condensing unit 
shown above is supplied in two sizes—1/4 and 
The unusually compact 
arrangement makes it ideal for portable ice 
cream cabinets, self-contained food cases 
and reach-in coolers. 


SEND FOR FREE CATALOG TODA 


There is much information of interest and value in 
PAR’s 1939 Catalog “’R”. Send for your copy today 


1/3 H.P. models. 


CLOSE COUPLED INODELS 


All wrapped up in one compact package, 
PAR provides you the kind of performance 
you can rely on—the kind you want to give 
your customers. .. . PAR units are noted for 
high capacity, and dependability that re- 
duces service calls and increases customer 


—there is no cost or obligation. 


See PAR Units at Your Nearest Jobber: 
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Mel or, Armstrong, 
Dessau Co. 


Atlanta, Georgia 

Bowen Refrigeration 
Supplies, Inc. 

Baltimore, Maryland 

Melchior, Armstrong, 
Dessau 


Birmingham, Alabama 

nee Supplies 
Distributor 

Boston, Massachusetts 

Melchior, Armstrong, 
Dessau Co. - 

Brooklyn, New Yor: 

Melchior, Armstrong, 
Dessau Co. 


Buffalo, New York 
Melchior, Armstrong, 


Dessau Co. 
Root, Neal + Company 
Cedar Rapi Iowa 
Dennis Hettitesation 
eat ~<a 


Condi aie & 
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Cincinnati, Ohio 
Merkel wor Co. 
Debes & Co. 
Columbia, South 
Henry V. Dick & Co. 
Coteen Ohio . 


ughes-Peters Electric Co. 
Dallas, Texas 
The ectromotive Corp. 


Reputhic sblectri Co. 

Seren, 

H. Kiefaber Co. 

} Colorado 

Refrigeration Parts & 
Supply Co. 


Wo. bacome. Inc. 


Young Supply Co. 
Des Moines, Iowa 
Dennis Refrig. Supply Co. 


Plint, Michigan 

Shand Radio Specialties 

Ft. Wo 

McKinley 

Greensboro 

Home laohanas Service Co. 

Harrisburg, Pennsylvania 

Melchior, Armstrong, 
Dessau Co. 

Houston, Texas 

D. C. Lingo Co. 

Indiana Indiana 

F. H. ngsenkamp, Inc. 

Jacksonville, Florida 

The Jamita Co. 


Kansas City, Missouri 

Forslund & 
Machinery 

Le 


on, "Twentncky 
United Service Company 
Los California 
Frank Gillett Co 


Refrigeration Supply Dist. 
entucky 


Louisville, K 

S. W. H. Supply Co. 
Macon, Georgla 

Lowe Electric Co. 
Madisen, Wisconsin 
Refrigeration Specialty Co. 


Mem: ‘ennessee 
United Refrigerator 
Supply Co. 


yenwenee, Wisconsin 
Refrigeration Specialty Co. 
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Minneapolis, Minnesota 
Refrig@ation & Industrial 
Supply Co. 


Mobile, Alabama 
Harris’ Fixture Co. 


Montgomery, Alabama 
co Hardware Co. 
Nashville, Tennessee 
The Starr Co. 
Newark, New Jersey 
Melchior, Armstrong, 
Dessau Co. 
Mew York City, New York 
Melchior, Armstrong, 
Dessau Co. 
Norfolk, Virginia 
Noland Co. 
Oklahoma City, Oklahoma 
Mideke Supply Co. 


Omaha, Nebraska 
Interstate Machinery & 
Supply Co. a 

Peo: Tilino’ 

R. TE’ deemnece Co. 
Philadelphia, Pennsylvania 
Melchior, Armstrong, 
Dessau Co. 


Phoenix, Arizona 

ia Oe ee tearation Supply 
Distributors 
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Melchior, mstrong, 
Dessau Co. 


Portland, Coogee 
Refrigerative Supply, Inc. 
Rale: North Carolina 
Henry V. Dick & Co. 
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Rochester, New York 
Melchior, Armstrong, 
Dessau Co. 


Sacramento, California 
Hinshaw Supply Co. 


Geliternie Refrigerator Co. 

Seattle, Washington 

Refrigerative Supply, Inc. 

Shreveport, Louisiana 
Interstate ‘Electric Co. 

Sioux City, 

Dennis Hetrig "Si Supply Co. 

South Bend, Indiana 

BP. H. Langsenkamp, Inc, 
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efrigeration Parts Sup. Co. 
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Springfield’ Refrigeration 
Supply Co. 
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Dessau Co. 

St. Louis, Missouri 

Brass & Copper Sales Co. 

Tampa, Florida 
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Supplies, Inc, 
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Heat & Power 
Engineering Co. 


iui, Oklahoma 

Machine Tool & Supply Co. 

Washington, D. C. 

Melchiov, Armstrong, 
Dessau Co. 

Waterloo, Iowa 

Winterbottom yoni Co. 

Wichita Pals, 

United Blectrle Service Co. 

Toronto, Ontario, Canada 

Railway & Engineering 
Specialties, 

Montreal, Quebec, Canada 

Railway & Engineering 
Specialties, Ltd. 
Winnipeg, Manitoba, Canada 

Railway & Engineering 
Specialties, Ltd. 


EXPORT DEPARTMENT—Melchior, Armstrong, Dessau Co.—New York City, New York 
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Field Reports 


lowa, Nebraska Dealers Optimistic Over 
‘39 Prospects, But Deplore Price-Cutting 


By Phil B. Redeker and Robert M. Price 


ATLANTIC, IOWA 


With saturation of the refrigerator . 


market high and small dealers com- 
peting with the weapons of high 
trade-in allowances and discounts, 
the outlook in this town of some 
6,000 persons is not exactly bright for 
future business. 

Out of approximately 1,400 wired 
homes in the town there was said to 
be 800 electric refrigerators already 
installed. For the remaining pros- 
pective installations in town and in 
the surrounding area there has de- 
veloped a battle of prices that has 
left the dealer forced to pull prices 
down or give terms that further cut 
into the profit margin in order to 
make sales. 


Dealer Discouraged 
By Price-Cutting 


From a reported sale of 75 or 80 
refrigerators a year for the past 
eight years, Young Furniture Co., 
Frigidaire dealer, has sunk to the 
lowest comparative figure this year 
in some time. Since January 1, 25 
units have been sold, and the pros- 
pects for the remaining period, this 
dealer states, indicate that yearly 
sales will be down. 

So riled is this dealer over the way 
dealers slash prices by competitive 
trading that he is ready to “call it 
quits after this year.” He complains 
that although REA lines have opened 
up a bigger potential market in sur- 
rounding rural areas, distributors, 
described as “hungry for business,” 
have dumped units around the area 
in tiny outlets. These operators are 
content to make only a trifling profit 
and so have greatly reduced the num- 
ber of “legitimate sales.” 


Good Weather Will 
Help, Dealer Says 


J. Peacock of the Peacock Furni- 
ture Co. in Atlantic, Iowa, handled 
what practically amounted to a 
“private brand’ line of refrigerators 
in 1938, but it didn’t work out for 
him. 
“There was just too much resist- 
ance to overcome in the unfamiliarity 
of the name,” he averred. “It might 
have been all right as a leader if I 
had had another nationally known 
line, but I didn’t, so the idea just 
didn’t pan out.” 

This year Mr. Peacock has the 
Crosley line, and he has had some 
indications that he will move a few 
before the year is over. The furni- 


ture store gets all of its business 
through the routine channels of its 
floor trade, and must therefore de- 
pend on general conditions. 

“People generally think of Iowa 
as being a prosperous state, but the 
southwestern part has been far 
from prosperous the last couple of 
years,” says Mr. Peacock. “Dry 
weather has just killed the crops 
around here.” 

However, weather conditions this 
spring have been most favorable for 
crops in the past six years, and Mr. 
Peacock is hopeful that his section 
of the state will return to pros- 
perous times. 


‘Close Trading’ Needed 
To ‘Stay In Black’ 


Pretty much the same sad tale was 
heard at two other stores visited. 
Robinson Hardware, Stewart-Warner 
dealer, sells on an average of ten or 
fifteen boxes a year and reports that 
some “real close trading’ must be 
practiced to show black ink in the 
ledger for refrigerator sales. Bojen’s 
Hardware store threw up the sponge 
on the refrigerator business two 
years ago “so I could devote more 
time to something I could hope to 
show a profit on,” this dealer stated. 


OMAHA, NEB. 


Backed to.the hilt by a widespread 
and aggressive dealer-utility co- 
operative sales and promotion plan, 
refrigerator and other appliance 


‘sales for this year promise to show 


a marked improvement, is the gen- 
eral belief among many dealers here. 

Even though total refrigerator 
sales in this section were reported to 
be running behind the same period 
last year, all signs point to gratifying 
results of spring and early summer 
concentration on the prospects which 
are beginning to show in greater 
buying numbers. 

Not all dealers are showing gains 
—there are a number whose sales 
have materially suffered so far this 
year—and complaints against ‘too 
many dealers,” “bargain-bent pros- 
pects,” and spirited dealer competi- 


tion “knocking the profit average 
down” were registered in many 
stores. 

In Omaha, as in a number of 


other cities and sections, as the num- 
ber of refrigerator sales increased 
dealers sought to keep their unit 
volume climbing by enticing the re- 
maining prospects with more attrac- 
tive offers, it was reported. Pros- 


pects, in turn, became aware of the 
condition and sought to get the best 
deal by “shopping around.” 

Also, the number of prospects in 
the lower income brackets has in- 
creased and these buyers are said to 
be strictly price conscious in the 
majority of cases. 


Utility’s Cooperation 


Plan Gains Support 


To aid the appliance dealer in 
meeting some of the problems of 
sales promotion, advertising, and sell- 
ing, the Nebraska Power Co. has set 
up a complete plan of dealer coopera- 
tion. The plan offers a variety of 
services to individual dealers, in- 
cluding salesman training, tie-in 
advertising, campaign promotion, lo- 
cating of prospects, and actual selling 
for the dealer by the utility’s own 
staff of salesmen. As this plan has 
progressed, the utility has endeavored 
to fade out of retail selling. It is 
their contention, it is said, that more 
revenue can be brought to the com- 
pany through dealer sales as a result 
of the concentrated promotion and 
selling aid offered than could be 
realized if the company went after 
retail appliance sales in a bigger way. 

Another point, of course, is the 
goodwill that this sort of stand 
should bring to the utility. 

Despite these services offered, 
officials of the power company re- 
ported that not all dealers take full 
advantage of the plan. Many, they 
say, were skeptical at first about co- 
operating fully with a utility which 
was still, to all intents and purposes, 
a competitor. Some still retain their 
disbelief, but more and more are fall- 
ing into line, it was reported. 

As evidence that the utility is 
backing up its plan, Mrs. B. E. 
Marsh, residential sales manager, 
fixed refrigerator sales by her com- 
pany during the past year at less 
than 2% of the total. All advertising 
and promotion done by Nebraska 
Power carries the tag line “See 
Your Dealer.” 


Used Refrigerator Market 


One of these dealers expressing 
satisfaction over the cooperative 
program is Schmoller & Mueller 
Piano Co., operating six stores in this 
section. In 1938 sales from April 
through the rest of the year were 
ahead of the previous year. Sales so 
far this year are estimated to be 
running close to the 1938 figure. It 
was believed that total sales this 
year would be considerably higher. 
Kelvinator and General Electric re- 
frigerators are carried. 


This dealer has noticed the trend 
toward the cheaper boxes. To gain 
some of this business reconditioned 
used refrigerators are advertised in 
classified columns and a good volume 
of this trade was reported. Replace- 
ment business was said to be increas- 
ing during 1938 and this increase, it 
was thought, would continue through 
this year. sest selling point for re- 
placement and low income prospects 
was held to be not features but 
guaranteed low operating costs. 

The dealer made the rather sur- 


prising statement that he believed 


Another Reason You'll Make More 


Complete CURTIS Line 


@ Long known as one of the most profitable 
lines in the industry, the addition of the Curtis 
Refrigerated Store and Office Cooler now 
makes it even more attractive to you. It opens 
up a great new market — makes possible 


more sales and profits. 


All classes of retail establishments—stores, 
offices, banks, etc., are demanding air con- 
ditioning now. You can fulfill this demand 
with Curtis’ complete, factory designed, pack- 


aged air conditioning unit. It mechanically 


easily and quickly installed — 3 and 5 ton sizes. 


The Curtis line of condensing units includes sizes from 1/6 to 30 H.P., air and 
water cooled. There’s a Curtis model for every refrigeration and air conditioning 
requirement—also unit coolers, coils, evaporative condensers, etc., precision 


engineered to deliver economical, efficient, care-free performance. 


If you're interested in profits, in increasing your sales, write to 
Curtis for complete information today. 


Curtis Refrigerating Machine Company 
Division of Curtis Manufacturing Co. 
1912 Kienlen Avenue, St. Louis, Mo. 


CURTIS 


REFRIGERATION 


ate CONSITIONING 
owe COMMERCIAL 


‘Builders of Condensing 
Units Since 1922" 


Money with the 


STORE and 
MAATER 
C OOLER 


cools, dehumidifies, circulates and filters the air — adaptable for heating — 


that there was a real demand for a 
standard size refrigerator at a cost 
of “about $100.” He pointed to the 
increased sales of reconditioned boxes 
in this price range and the number of 
sales reported by the chain stores 
offering a low price box. 

“We are finding,” he said, “many 
of the people who have never been 
able to buy an electric refrigerator— 
but are sold on the idea completely— 
are not prepared to go much over 
$100 in price.” 


Look For Low Prices 


A Gibson refrigerator used as a 
store brand price leader is being 
heavily promoted this year by Bran- 
deis, large department store dealer, 
according to R. Perelman, appliance 
manager. Westinghouse and General 
Electric lines are also carried. 

Total sales for the month of March 
this year are running a little behind 
1938, it was estimated. Here too was 
reported the marked tendency for 
prospects looking for low prices; 
hence, the price leader. High num- 
ber of mechanical trade-ins pointed 
to an increased replacement market, 
it was thought. 


‘Too Many Dealers 
Spoil the Market’ 


Too many dealers, especially too 
many in one brand of refrigerators, 
is the cause for decreased profit per 
unit and a steep reduction in total 
sales, says Sol Lewis, handling 
Crosley household boxes and both 
commercial and household General 
Electric lines. 

After selling over two hundred 
refrigerators during 1937 and aver- 
aging 80 in March for four years, 
Mr. Lewis dropped to 12 during 
March this year. His sales have 
dropped as the distributor added 
more and more dealers in an effort 
to get greater volume, he says. He 
contends that the total unit sales are 
bettered very little by adding small 
operators over the head of a dealer 
who is established and doing a good 
job of expanding on a sound basis. 


As more dealers take on the same 
line, reasoned Mr. Lewis, they begin 
to bid against each other on price 
and allowances. Naturally, he con- 
tinued, other brand dealers enter the 
field with new low offers and profit 
is sent toppling. He believes that 
this has been a great factor in creat- 
ing a “buyer’s market” and prospects 
are using one dealer’s offer to 
attempt to force his competitor down. 


Heeding the cry for bargains are 
the chain stores and the dealer who 
is content to “make a little rather 
than let the deal escape,” Mr. Lewis 
observed. Distributors, he says, look- 
ing for added volume pick up a poor 
operator, who, like the poor insurance 
salesman, “sells a few of his friends 
and relatives and passes out leaving 
the market that much more dis- 
turbed. ”’ A succession of these “fly- 
by-nights” has just about discour- 
aged the stable dealer, in his opinion. 

Rather than attempt to compete at 
a profit killing pace, this dealer has 
decided to refuse all deals where no 
fair gain can be realized. 


“I honestly hope,” said Mr. Lewis, 
“that this is one of the poorest refrig- 
erator years for everyone. Maybe 
then the borderline dealers will pass 
out for good and those who are able 
to ride out a poor year can get back 
selling on a profit basis. Perhaps, 
too, it will show the distributors and 
the manufacturers the light.” 


To compensate for his decreased 
domestic refrigerator sale, this dealer 
has decided to enter the commercial 
field. He has built up a profitable 
plan of putting trade-in boxes and 
mechanical units to work in building 
some of the special commercial in- 
stallation jobs that the firm installs. 
By this method and by reconditioning 
and selling trade-ins that are in 
excellent condition, this dealer has 
actually pulled himself out of the 
red, he reports. He finds that this 
end of his business has a real future 
—with his domestic refrigerator de- 
partment he isn’t at all satisfied. 


“Both refrigerator buyers and 
manufacturers will some day learn,” 
Mr. Lewis finished, “how important 
it is to have a dealer who stands 
behind every sale with good service, 
who can take care of his customers 
both now and in the future. The 
manufacturers will fast lose prestige 
—and so sales—, the refrigerator 
buyer will find no service available 
where the box was purchased, and 
the “shyster” dealer will be out of 
business. But in the meantime, the 
good dealer has to share the bitter 
medicine with the poor dealer.” 
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‘Gift’ Plan Produces 


Advertising a new range, washer, 
or radio (listed at $69.95 for each 
unit) to be given free with every 
last year’s model refrigerator sold, 
Paramount Radio Co., Leonard dis- 
tributor and General Electric dealer, 
reports a sale of 622 refrigerators 
last year, selling 51 in a single week, 
and waxes enthusiastic about this 
year’s prospects. 

Using this method of bringing in 
customers from Omaha and from 
outlying territories the final sales are 
said to be divided about half and 
half between current and last year's 
models. All advertising is centered 
around the last year’s models offered 
in the “gift” plan. No make of re- 
frigerator is mentioned. If the pros- 
pect is sold up to the 1939 model, an 
additional $20 is added to the price. 
Nothing free is advertised with the 
1939 models, however. 

All salesmen here work on 4 
straight salary, ranging from $32 to 
$50 a week. They are selected care- 
fully but are not trained. Refusing 
to believe in “book-made” salesmen, 
this dealer demands only results, 
These salesmen cooperate fully with 
the aid given in demonstration by 
the utility and reports that the plan 
of cooperation is working out very 
well for them. 


March Sales Encouraging 


Home Electric Shop, in business 
only since April, 1938, reports. that 
in March sales were encouraging 
enough to hope for a good year. This 
dealer has only recently moved his 
display room into a floor covering 
merchant’s store in the hope that 
this will be an aid in floor traffic. 

Citing the great number of refrig- 
erators already in use here and 
adding that “it is a good ice town,” 
remaining business was held to be 
hardest to get away from the chain 
stores. The fact that the small 
dealer could not attempt to promote 
like these stores, plus the large 
acceptance built up in the last few 
years by these stores were said to be 
the reason for losing sales to them. 


‘Sell Up,’ Dealer Says 


“Unit sales should go up in price,” 
says F. H. Resnick, appliance man- 
ager at the Union Outfitting Co., 
large furniture and house furnishings 
store. That would seem a rather 
revolutionary statement in the face of 
all the cry for lower prices, but Mr. 
Resnick believes that the dealer 
should have no great difficulty in sell- 
ing the higher priced models. 


He advocates selling prospects over 
the price objection by good salesman- 
ship and giving the buyer a chance 
to compare the added advantages 
offered in the more expensive boxes. 


“Gadgets that work,” he says, “are 
a big help in selling the better grade 
of refrigerators. Naturally, the 
lower priced models carried in chain 
stores or on our own floor, for that 
matter, cannot compete on services 
given. If salesmen concentrate on 
that point—bring the unit sale price 
up—more and cleaner sales will be 
made.” 


’Salesmen’s Union 


May Be Answer’ 


“Maybe I’m different from all my 
fellow businessmen, maybe some 
would even call me a radical, but 
I’m darned if I don’t think a sales- 
men’s union might be a good thing.” 


That was the somewhat startling 
statement made by M. S. Livingston, 
head of Major Appliances, Inc., 
Omaha distributor for Frigidaire. 


Mr. Livingston has been following 
closely in the NEWS the story of the 
activities of the salesmen’s union in 
Milwaukee, Wis. If that should 
prove successful, he thinks that the 
union might be the answer to a lot 
of problems. 

“Only a salesmen’s organization 
can stop price-cutting and chiseling,” 
declares the distributor. “You can 
talk all you want about weeding out 
dealers and having the distributor 
police the situation, but the sales- 
man after all is the one who actually 
makes the deal, and he’s the man 
who must be kept in line. And 
probably it is only other salesmen 
that can keep him in line. : 

“The turnover on salesmen 35 
terrific, and the expense to the dealer 
and distributor in training new men 
each year is very high. If the sales- 
men could get together and regulate 
their craft, it would help them get 4 
good living, and would help out the 
independent appliance dealer.” 
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| Specialty Gelling Qeas 


Good Service Department Best Source 


Of “First Leads’ on Replacement Sales 


By T. T. Quinn 


ALBANY, N. Y.—Worried about 
getting your share of refrigerator 
replacement sales? Then, above all, 
don’t overlook your service depart- 
ment as a source of this business, 
advises P. D. Mashburn, sales man- 
ager of Albany Garage Co., Kelvina- 
tor distributor. 

“The sales department of any 
organization is no stronger than its 
service department,’? Mr. Mashburn 
says. ‘Don’t pass up your service 
department when you’re looking for 
replacement business. It’s your best 
possible source of trade-in sales.” 


LAYS GROUNDWORK 


Why? Because, says Mr. Mash- 
burn, a good service department lays 
the groundwork for replacement sell- 
ing, makes the salesman’s task al- 
most a push-over. That’s because 
the user has utmost confidence in 
a good service man... and he can 
sell the “new refrigerator” idea with- 
out competition. 

In the service department of its 
retail operation, Albany Garage Co. 
has one man who is really sales- 
minded. To this man, an expert at 
service work, the company turns over 
service on all units outside the 
guarantee period. Whenever a ‘call 
from the owner of one of these older 
refrigerators comes in, he’s the only 
one who’s permitted to handle it. 

On these calls, the serviceman 
talks new refrigerator . . . with sur- 
prising results, Mr. Mashburn says. 
He convinces the owner that a new 
unit would be much more economical 
to own and operate than her present 
refrigerator, now coming into the 
“upkeep” period, and also plays up 
the convenience features of the new 
models. 


NO ACTUAL SELLING 


He doesn’t attempt any actual sell- 
ing work, but offers to send a sales- 
man around if the prospect is inter- 
ested. There just aren’t any “dead” 
leads in the ones this serviceman 
turns in, Mr. Mashburn declares . 
and it’s no job at all for the salesman 
to close an order for a new refrigera- 
tor. 

“We employ the best servicemen 
we can get, and we pay them to be 
good,” says the sales manager. “None 
of our men makes less than $40 a 
week. We want the highest type 
of man, and we'll pay to keep him. 
Our service department is on the 
job 24 hours a day ... and we 


coudn’t hope to find a better source 
of sales.” 

All trade-ins taken in by the com- 
pany are completely reconditioned 
before being offered for re-sale. One 
of the country’s largest auto service 
organizations, the company has its 
own paint shop, where refinishing 
work of all kinds is done. All shelves 
also are re-tinned before re-sale. 


Reconditioned units are sold from 
a separate store, around the corner 
(but in the same huge garage build- 
ing) as the regular appliance depart- 
ment. Classified advertisements, 
usually three a week, call attention 
to the units, and Mr. Mashburn says 
the company so far hasn’t had a 
bit of trouble in clearing all used 
units, at a profit. 


“We're clear on both sales—new 
and used,” he says. “There’s a 
double profit in it for us. So why 
should we be afraid of the trade-in 
field?” 


Guarantees on used refrigerators 
are reckoned on the age and condition 
of the individual unit, and range from 
six months to a maximum of a year. 


SCALE ON TRADE-INS 


Experience has taught the com- 
pany a “trade-in value” scale which 
it follows in taking in all used units. 
For the average 4-cu. ft. job, the 
selling price will be in a range below 
$49.50; a 5-cu. ft. unit will bring 
anywhere between $49.50 and $65; 
and a 6-cu. ft. model between $65 
and $79.50. 


So all trade-ins are made on the 
basis of their estimated re-sale value, 
with the condition of the individual 
unit determining whether the “high” 
or “low” in that range is offered. 
So far, operating on this basis has 
proved independently profitable for 
the company. 

Sales of new units, where trade-ins 
are involved, run mostly in the 6 
and 7-cu. ft. range, Mr. Mashburn 
reports, and are for deluxe, all-por- 
celain units in most cases. 


“Our dollar sales, on trade-in 
units,” he declares, “run just as high 
as they do when no trade-ins are 
involved. People buying their second 
(or third) refrigerator want deluxe 
merchandise, all-porcelain, with all 
the convenience features we have to 
offer. They buy the higher-priced 
units, we find ... and so we’re money 
ahead on these sales even before 
we start selling the trade-in box.” 


‘No Money’ Objection Answered By Rural Dealer 
Before It’s Raised; ‘Showroom’ Is a Shed 


“DIFFI-EATED,” Tenn.—Scene of 
this story is the home and business 
headquarters of Gid Hackett, Elec- 
trolux kerosene refrigerator dealer, 
midway between the small hamlets 
of Difficult and Defeated, Tenn., a 
few miles east-nor’east of Nashville. 
Hence the hybrid place-line. 

In the two years he has been han- 
dling the refrigerators, Mr. Hackett 
has sold 60 units in his territory of 
Jackson county, which is more than 
Somewhat of a record. 

Gid’s “showroom” is a shed back 
of his house, where he just keeps 
the refrigerators until he’s ready to 
deliver them. For delivery, he has 
a truck, which also serves as his 
traveling office and display room. 

Very few prospects ever see the 
display in the shed, for Gid does 
Practically all of his selling in the 
Prospects’ homes, using his truck as 
& showroom, and placing the appli- 
ances in the prospects’ kitchens for 
trial demonstrations. 

During his first year in the busi- 
hess, Gid put out 22 refrigerators on 
trial, and all but two of them stayed 
right where he put them—bought by 
the p: ospects. 

Those first 20 customers have since 
helped Gid make more sales by their 
Purely voluntary and spontaneous 
fecommendations to their neighbors. 
_.Gid has a sure-fire answer for the 
no money” objection on the part 
of prospects. Before he goes out to 
talk with a farmer, he first checks 


the prospect’s credit at his bank, and 
makes sure that the banker will take 
the family’s personal note for pay- 
ment. In this way he has an un- 
beatable reply for the ‘no money” 
argument, and is able to close a good 
percentage of his propositions. 

In this farming section of Tennes- 
see, livestock and produce are as 
negotiable as currency, and Mr. 
Hackett accepts them in payment for 
many of the refrigerators he sells. 

After he gets a refrigerator in- 
stalled in a prospect’s home for 
demonstration, Mr. Hackett usually 
returns the next day to make sure 
the machine is operating properly, 
and to see that the family is using 
it to keep food. 

His sales talk deals chiefly with 
health and savings. On the health 
angle, Mr. Hackett is greatly aided 
by a customer who had a chronic 
stomach ailment which disappeared 
after he bought a refrigerator and 
had a variety of good, fresh foods 
to eat. 

Mr. Hackett first became interested 
in selling mechanical refrigerators 
when he bought one for himself. It 
was the second one purchased in 
Jackson county. 

Realizing the possibilities in selling 
refrigerators, he applied to Gambill 
Distributing Co., Nashville, for a 
franchise. 

His first five sales were all in one 
family—to a father and his four 
sons. 


‘Civic Welcoming Service’ Provides Leads on 
New Arrivals That Result in Many Sales 


By Robert Price 


MOLINE, Ill.—A head start on 
appliance sales to newcomers in this 
town is gained by Home Appliance 
Co., Leonard dealer, by subscribing 
to a “civic welcoming service” which 
furnishes them with immediate infor- 
mation on the new arrivals and lists 
the appliances they already have. 

This service, called the Newcomer 
Welcome Service, has prepared a 
booklet for distribution to newcom- 
ers to Moline which points out the 
spots of interest, churches of the city, 
conveniences, and thoroughly ac- 
quaints them with the city’s features. 
It also lists a number of merchants 
and the products they sell. These 
are in the form of advertisements, 
paid for by the merchants. 


HOSTESS PRESENTS BOOKLET 


The booklets are distributed by a 
hostess who calls on the new arrivals, 
presents them with the booklet, and 
talks to them in a friendly manner 
to give them general information on 
the city and to make them feel less 
strange in a strange place. 

The advertising space provided in 
the booklet allows the merchant an 
opportunity to introduce himself and 
his product. The Home Appliance 
Co. uses part of its space for a 
coupon, that may be exchanged for 
a free gift if the newcomer makes a 
call at the store. This dealer is the 
only appliance merchant in the city 
who has space in the booklet, and 
so gets an “exclusive” on this new 
business. 


Before the newly arrived prospect 
comes into the store, the dealer has 
received a list from the welcoming 
service. This list includes the name 
and address, occupation, number in 
family, automobile ownership, and 
the appliances in the home. 

Total cost of the advertisement in 
the welcoming brochure, the hostess 
service, and the complete information 
on the names received, is only 25 
cents for each name. The only addi- 
tional cost is for the free gift offered 
through the coupon in the booklet. 
These are simple gifts, such as cake 
coolers or aprons, averaging between 
four and six cents apiece. 


DEALER HAS ‘DOPE’ 


When the woman comes into the 
store to collect the gift or to look 
at the appliances advertised in the 
booklet, this dealer is armed with a 
fairly complete picture of her posi- 
tion, her family needs, and just 
what appliance she may be in the 
market for. 

If the woman is at all interested 
in buying a refrigerator or another 
appliance, the job of selling is made 
much simpler because the salesman 
will have had an opportunity to 
adjust his sales technique to this 
particular case with the aid of the 
advance information. Very often she 
is definitely ready to buy one or more 
appliances to outfit her new home, 
and the deal is closed almost at once. 

ff she does not feel ready to buy 
at the time of her first visit to the 


store, the salesman is careful to show 
her all the features of the new appli-~ 
ances on display, and to impress 
upon her the advantages of starting 
out right in the new home. She is 
treated with a friendliness that is 
always appreciated by a woman who 
is out on her first shopping tour in 
a new city. 

These first calls and demonstra- 
tions are followed up, and constant 
contact is maintained, so that the 
woman will keep this store in mind 
first when she decides to buy. 

Bringing newcomers into the store 
is one part of the plan that this 
dealer has for building up general 
floor traffic. Employing no regular 
salesman, it is most important that 
prospects be brought into the store, 
believes R. D. Carlson, manager. To 
create interest in the store and in 
appliances, this dealer has literally 
gone into the “show business.” 


PRIZE CONTESTS 


At different theaters in the city 
“appliance prize contests’ are con- 
ducted and theater patrons get a 
chance on different appliances with 
each admission ticket. The contests 
are run during a series of “bank 
nite” and “amateur nite,” contests 
when the attendance is unusually 
large. Drawings for prizes thus are 
conducted before packed houses, with 
resultant publicity for the displaying 
dealers and a greatly increased appli- 
ance interest among the _ theater 
patrons—each one a potential winner 
and a potential appliance buyer as 
well. 

During the contest—which usually 
carries over several weeks—the 
appliances are prominently displayed 
in the lobbies of the cooperating 
theaters. 
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MILK COOLING 


is one of the most im- 
portant applications of 


M&E COMPRESSORS 


THERE CAN BE NO WEAK LINK in the 
chain of milk cooling operations. Com- 
pressor, cabinets, controls must each per- 
form with split-hair perfection twenty four 
hours a day regardless of load or demand. 


NO ONE KNOWS THIS BETTER than 
Merchant & Evans Co. Fourteen years ago 
this company pioneered with the first 
‘heavy-duty’ compressors made especi- 
ally for milk cooling. Today, as a result 
of this policy of treating milk cooling as a 
special field, M&E can point with pride 
to thousands of America’s finest and 
most successful milk-cooling installations. 


DEALERS COVERING THE DAIRY 
FIELD will find in M&E files a treasure 
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Dairy Barn. 


house of reliable and valuable informa- 
tion on dairy problems. We invite you to 
write for special Dairy Equipment Bulletins 


as well as our NEW complete catalog. 


MEE 


EST.1B66 


the new M&E 100% 
to M&E dealers everywhere! 


it Pays to Sell a Complete Line 


Dealers have found it both advantageous and profitable to 
combine the proven M&E COMPRESSOR with their line of milk 
coolers. The complete M&E line now consists of 60 types and 
styles of compressors from 1% to 25 HP and gasoline driven 
compressors for use where electricity is not available. Ask about 
COMMERCIAL CREDIT PLAN—ovailable 


A TYPICAL M&E INSTALLATION 


ON THE MEADOW SPRING DAIRY 


ZANESVILLE, OHIO 


Owned and operated by Mr. Orris C. Robinson and producing 
Premium 100% Guernsey Milk. It is Muskingum County’s first 
model Guernsey Dairy Farm, and was demonstrated at the Gasco 
Food Exhibit. Cows are milked by Electric Milkers. The Milk 
House, portion of which is shown above, is separate from the 
M&E_ No. ‘ 
with ESCO V-6 Milk Cooler. The milk is precooled before being 
placed in the cooler. 


Installation of 
C. A. McDade, Pittsburgh, Pa. 


250 MC-¥% HP compressor is used 


M&E and ESCO equipment by 


MERCHANT & EVANS CO. 


PHILADELPHIA, PENNA. e Plant: LANCASTER, PENNA. 
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AIR CONDITIONING & REFRIGERATION NEWS, APRIL 26, 1939 


Uniformity of Discounts, Catalogs, Tax 
Handling Urged By Jobber President 
In Address To Parts Manufacturers 


Address Given By Leo H. Gorton, President of Refrigeration Supply 
Jobbers Association, at the Meeting of the Refrigeration Equipment 
Manufacturers Association at French Lick, Ind., Friday, April 21, 1939 


Since you have asked me to talk to you I shall take it for 
granted that you would like me to touch on a few matters which 
are receiving the attention of our association at the present time, 
and of problems which we feel are mutual between our two associations. 


I am going to discuss, briefly, the following subjects: 


First—Trade terms or cash discounts. 


I would like to review the Federal Excise Tax problem. 
a few remarks to make regarding obsolescence. 


I have 
I have had some 


inquiries here regarding standardization of catalog literature. I believe 
a review of our position and yours regarding legitimate trade outlets 
is in order, and always we must consider the profit margin on our 


operations. 


TRADE TERMS 


The first point to which I wish to 
call your attention is that of trade 
terms, or of the cash discount. 

At our last convention in Chicago 
last January, our Association passed 
a resolution recommending that the 
Parts’ Manufacturers establish and 
grant a uniform cash discount. This 
has not as yet been published or sub- 
mitted to you as manufacturers. It 
was thought that an opportunity 
might be offered to bring this to 
your attention as a group before so 
doing. 

At the present time all sorts of 
cash discounts are offered. Rather, I 
should say that among different 
companies and different commodity 
groups a large assortment of pay- 
ment terms are in effect, some even 
treating a cash discount as a trade 
discount. 

The jobbing house reselling these 
items is faced with a problem of 
either granting a straight cash dis- 
count of a certain amount which is 
quite generally 2%, or of trying to 
follow the cash discount terms of 
each manufacturer on each commod- 
ity he invoices. Quite frequently, and 
this is true more often than other- 
wise, a jobber invoice will contain 
many items, a number of which fall 
in different cash discount brackets. 

Trade discounts are figured on the 
invoice, but at the time of invoicing 
it is not known whether the customer 
will take advantage of the cash 
discount. Their calculation is diffi- 
cult in any case to both customer 
and jobber. 

In case the jobber allows a uniform 
cash discount, he is penalized on the 
items he has purchased which do not 
carry a cash discount from the manu- 
facturer. We would like to recom- 
mend this problem to your considera- 
tion and favorable action. 

The resolution as passed by our 
convention was as follows: 

“RESOLVED, that this Asso- 
ciation go on record as recom- 
mending to all manufacturers of 
refrigeration parts and supplies 
that they adopt the following as 
their standard cash discount 
terms: ‘That all invoices dated 
from the first to the fifteenth of 
the month, inclusive, be grouped 
for payment subject to 2% cash 
discount on the twenty-fifth of 
the same month, net on the tenth 
of the following month. Invoices 
dated from the sixteenth to the 
thirty-first of the month, inclu- 
sive, be grouped for payment sub- 
ject to 2% cash discount on the 
tenth of the following month, 
net on the twenty-fifth of the 
following month.’ ” 

This will be sent you through our 
regular channels’ shortly, but I 
wanted to call it to your attention 
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this evening. We hope you will give 
it the consideration we believe it 
merits. 


FEDERAL EXCISE TAX 


Another problem on which I should 
like to touch briefly is the handling 
of the Federal Excise Tax by various 
manufacturers. Some manufacturers 
have incorporated this in their list 
price, where we feel it belongs, mak- 
ing it much less likely that a jobber 
or his salesman forget or fail to 
charge this on resale. An error of 
this kind is prevalent and definitely 
lessens the profit margin on the item 
to the jobber. 

There are also cases where a job- 
ber, for competitive reasons, we be- 
lieve, has failed to charge the excise 
tax in an endeavor to gain a slight 
price advantage over his competitor. 

We would like to see all manufac- 
turers who make items where this 
applies include the Federal Excise 
Tax in their list prices, and hope that 
all of you to which this applies will 
do all you can to accomplish this 
result. 


OBSOLESCENCE 


The problem of obsolescence through 
natural courses such as old age of 
equipment on which it is used or 
through replacement of items by 
improvement of design is a problem 
of considerable importance in our 
industry. We earnestly solicit your 
cooperation in keeping us informed 
of any changes in design or improve- 
ment of product as far in advance as 
possible, in order that our stocks 
may not be burdened with old or 
obsolete merchandise when a new 
product is offered. 

It has occurred to us that manu- 
facturers of certain replacement 
items, from their experience in the 
manufacture of their products over a 
period of time, could anticipate or 
determine a pretty definite decline 
curve on items affected by obsoles- 
cence of original equipment. 

This would be of value, and should 
be given by the manufacturer to his 
jobbing connections. This would al- 
low the jobber, as well as the manu- 
facturer, to guard against obsolete 
stock on their shelves in sufficient 
time to eliminate a large part of our 
troubles with the obsolescence prob- 
lem. On a new product, a manufac- 
turer can certainly inform his con- 
nections, and most of you do this 
now. 

Any assistance along these lines 
would, I am sure, be appreciated by 
all of us, and would be a service 
which would considerably enhance 
the estimation for fair dealing and 
cooperation in which such a manu- 
facturer would be held by his jobbing 
outlets. 


MAKERS 


for Every 
Purpose 


TRADE SHOWS 


There has been in the past year or 
so a demand among certain jobbers 
for manufacturer cooperation or 
help, financially or otherwise, in the 
holding of local trade shows. I have 
been asked what the attitude of our 
Association is on such practices. 

Frankly, gentlemen, I know of no 
attitude or position that we as an 
association have taken. This in my 
opinion is a matter which I feel is 
either your individual problem or the 
problem of your Parts’ Manufac- 
turers Association. It is a question 
of economics more than a question of 
policy. 

We have been asked to poll our 
members to ascertain their attitude 
on this question, and this we will be 
glad to do. We will give you the re- 
sults as soon as they are available. 


UNIFORM CATALOG PAGE 


In most jobbing fields, sales litera- 
ture used by supply salesmen as well 
as counter catalogs are made up of a 
compilation of manufacturers’ cata- 
logs or catalog sheets. This is true 
even though a house may publish its 
own catalog. It cannot contain as 
complete information as do the manu- 
facturers’ catalogs, and even if it 
could, it starts to become obsolete the 
day it is published. 

We should like to recommend to 
the Parts’ Manufacturers the adop- 
tion of a uniform size catalog page to 
be furnished for jobbers’ sales cata- 
logs. ‘These sheets should have uni- 
form punching, so that they will 
assemble into as neat a composite 
catalog as possible. They should also 
be printed on as thin and as tough 
a stock as practical. They should 
have a uniform left-hand margin of 
1% inches left blank on each page, 
in order that it will be possible to see 
the left hand marginal items when 
placed into a thick book such as is 
necessary in a great number of 
instances. 

Gentlemen, these punchings and 
dimensions are now standard in a 
number of industries. They are used 
by the automotive parts industry, the 
mill supply industry, the machine tool 
industry, and the plumbing industry, 
to my knowledge. 

It would be fine if you would en- 
deavor in the publishing of future 
catalog literature to give considera- 
tion to this detail. 

I might mention that a great many 
companies in other industries, when 
making a catalog run, run off a num- 
ber of copies from the same plates on 
thin paper and have them punched 
and trimmed to conform to a stand- 
ard for sales catalogs only. This is 
little more expensive, if any, than 
your present methods and in many 
cases a direct saving. 

It is generally possible to con- 
dense the price and specifications in- 
formation into a smaller number of 
sheets than frequently used. A num- 
ber of pages are filled with sales 
propoganda for the consumption 
primarily of the ultimate user. If 
attention is paid to compilation, a 
number of these sheets can generally 
be omitted in literature forming 
salesmen’s copy. 

It would seem to me that this is a 
service that the manufacturers’ group 
could do for the industry. If you 
desire to have a Catalog Committee, 
I will see that our office is able to 
furnish you with the dimensions of 
sheet and punching. We will give 
you any assistance we can. If you 
prefer that our Association take the 
lead in this, we will be happy to 
do so. 


TRADE OUTLETS 


Another matter on which I should 
like to touch before closing this 
evening is that of trade outlets. 

First, let me say that we jobbers 
like to feel that we are your partners 
in the economical distribution of your 
products through proper trade chan- 
nels to the service engineer or con- 
tractor who uses your products in his 
business. We desire to serve to the 
best of our ability as your sales 
department and, as such, welcome 
your constructive suggestions. 

We in turn like from you _ indi- 
vidually and as a group as much 
consideration as possible in keeping 


your merchandise moving through 
properly controlled and legitimate 
trade channels. 

We have gone to some length to 
define a refrigeration supply jobber. 
We believe our present definition is 
truly representative of the functions 
we perform. 

We are attempting to keep our 
Association clean and its members 
truly representative of the type of 
business they profess to do. 

We have a membership committee 
this year whose duty is not only to 
interest and solicit eligible firms to 
membership in our Association, but 
also to gather information regarding 
the activities and functions of other 
firms wishing to obtain jobber prices 
from you as manufacturers or in 
other ways attempting to obtain 
concessions to which they are not 
justly entitled. 

This information is available to 
any member of your group by ad- 
dressing our secretary in Chicago. 
Additional information is being gath- 
ered, and will be furnished just as 
fast as it is obtained. 

It is hoped that you will not only 
avail yourself of this information, but 
will confine your jobbing connections 
on refrigeration parts and supplies 


_ to those who fulfill the functions of a 


Refrigeration Supply Jobber. 


TERRITORIES DIFFER 


Sometime it is going to be advis- 
able for some manufacturer to 
recognize the fact that they cannot 
get the same proportion of business 
in every geographical territory. 

There are, and will continue to be, 
certain territories where representa- 
tion of certain manufacturers will be 
weak and where one manufacturer 
has the edge on the business in his 
commodity line. There will be other 
places where the reverse is true. 

Now I do not think anyone likes 
to admit that they cannot get their 
share from every territory, although 
it might be better for the industry if 
they did and put their efforts on such 
territories as they have their best 
advantage. 

Often manufacturers are tempted 
and do where there are not sufficient 
legitimate jobbing outlets, give rep- 
resentation to a marginal house 
which they themselves would blush 
to admit. 

We have some eighty-odd members 
of our Association. We know of ap- 
proximately eighty additional firms 
that do legitimately qualify for 
membership and who do a bona-fide 
jobbing business. That, gentlemen, 
is about the number of strictly job- 
bing outlets as we see them in this 
country at the present time. 

I wish I could feel that you, as 
manufacturers, were extending your 
jobbing prices to no larger a group 
than this. 


‘NATIONAL’ COMPETITION 


We have, from time to time, ever 
since I have been interested in refrig- 
eration and air-conditioning supplies, 
been threatened with what we 
consider unfair competition from na- 
tional organizations interested chiefly 
in the sale of refrigeration and air- 
conditioning units, and who have 
also, we believe, attempted to place 
their secondary outlets in a position 
to compete or undersell the independ- 
ent refrigeration supply jobber. 

We are aware of the fact that 
these concerns and others preceding 
them were not only in existence be- 
fore the independent refrigeration 
jobber, but are actually responsible 
for the creation of the economic need 
which made our existence possible. 

We know that a number of you 
depend upon one or more of these 
national organizations for the mar- 
keting of a large part of your output, 
which is used by them in the manu- 
facture of original equipment which 
they merchandise nationally. 

We cannot, could not, and certainly 
do not expect you to pass up this 
class of business. 

Neither are we interested in the 
price at which you sell them so long 
as you sell them parts to form a part 
of a complete unit of manufacture. 

We are, however, vitally interested 
in that portion of their purchases of 
your product which are made for re- 
sale, whether they are purchased by 
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upply the EQUIPMENT, 


No matter what the application may 
be... if it calls for comfort cooling, 
product cooling, air-conditioning, or 
commercial refrigeration... we can 
supply dependable equipment to fit 
the need. Write for details of our 
attractive distributors’ arrangement. 
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the national manufacturer himself or 
through his negotiations sold 4j- 
rectly to his franchised dealers. Their 
business is not a jobbing business 
but, in our estimation, a nationa] 
trade outlet of the jobber, and should 
be classed as such. 

At one time, all replacement parts 
were sold by such national organiza- 
tions. The growth and strength of 
our jobbers’ organization is proof of 
the fact that they did not do a satis- 
factory job. 

We in the independent refrigera- 
tion supply jobbing business shoud 
be and I believe would be, if these 
national manufacturers would study 
the matter deep enough, found to he 
a very valuable ally to the satisfac- 
tory furnishings of parts and sup- 
plies for the maintenance of their 
equipment in the field. 

I believe you, as parts manufac- 
turers, recognize this fact. There 
are in our industry a number of 
problems peculiar to the members of 
each of our associations. There are 
a number of these problems which 
can, in my estimation, be better 
solved by our mutual contact and 
cooperation. The problems pertinent 
to one group are at times in conflict 
with those of the other. I believe it 
is true, however, that when we, as 
jobbers, understand the problems of 
the manufacturers, and the manufac- 
turers in turn understand the prob- 
lems confronting the jobbers, that 
real progress in the finding of a sat- 
isfactory solution from both view- 
points can be secured. 


PROFIT MARGIN 


One problem which is always pres- 
ent and is equally important to both 
jobber and manufacturer is the profit 
margin. Manifestly, the manufac- 
turer cannot satisfactorily serve his 
trade and stay in business unless he 
makes a satisfactory profit over the 
cost of his operations. The same is 
true of the jobber. The unfortunate 
thing about this, from the jobber 
viewpoint, is the fact that in this 
industry the manufacturer recom- 
mends the price of resale as well as 
setting the jobber cost and, therefore, 
regulates the percentage of gross 
profit which a jobber is allowed to 
make. 

These price schedules are generally 
the same throughout the nation. It 
is frequently the case that a resale 
schedule in one area may be adequate 
to produce a satisfactory profit on 
the line even in the face of stiff com- 
petition, but be entirely inadequate 
in another area, due to a number of 
factors such as population of the 
area, distance from source of supply 
which in distant parts necessitates 
larger stocks, etc. 

Jobbers in certain areas, while 
quite large geographically, find it 
difficult to properly perform the 
services expected of them on this 
same margin of profit. We do not 
say that the price schedules should 
necessarily be different in different 
areas, but we feel that a number of 
manufacturers have not given enough 
consideration to a proper balancing 
of these different types of territories 
in arriving at their allowable margin 
to the jobber. 


SERIOUS STUDY NEEDED 


In saying this I am mindful of the 
fact that you as manufacturers also 
have keen competition among your- 
selves, and are not at liberty to 
arbitrarily increase your margin to 
the jobber without some reasonable 
expectation that others in your par- 
ticular group will do likewise. 

This is a problem which the manu- 
facturers in each commodity group 
should study seriously before pub- 
lishing of price schedules. I am glad 
to say, in fairness to a large number 
of manufacturers, that profit margins 
as shown by replies to a survey made 
by our Association among its mem- 
bers last year, were by a majority of 
our members considered satisfactory. 

It is also true that there are 4 
number of lines where the profit mar 
gin was not, and still is not, satis 
factory at the present time. 

The best solution of this profit 
problem, we feel, can be appr« ached 
by the studying by the manufacturers 
of the factors influencing a jobbers 
cost of doing business, such as mal 
agement, stocking expense, sales 
expense, office expense, and the 
various forms of taxes which are 
greater consequence than they wer 
a number of years ago, and which 
must come out of the gross profits of 
any business, and which are as |aré° 
in the jobbing business as in mos 
others. 

We, as jobbers, will welcome the 
opportunity of being of assistance ” 
any way we can in working with yo 
on this matter. 
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Profitable Sales Qeas 


Free Tea Service Offer Boosts Sales 


Of Larger Models For lowa Dealer 


DAVENPORT, Iowa— Adams & 
Adams, appliance dealer here, offers 
a novel lure to up refrigerator sales 
this spring. With every unit of 6-ft. 
capacity or over, a complete tea 
service set is given free. 

The set consists of an attractively 
decorated table with two matching 
chairs, a luncheon cloth, and a tea 
set of brightly colored dishes. These 
tables are set up in the middle of the 
display floor, to attract the attention 
of prospective customers. The free 
offer is not advertised, and prospects 
first learn of the way to acquire the 
sets from the salesmen on the floor. 

This method of attracting attention 
to the kitchen furniture has a two- 
way effect, this dealer has found. 
As the salesman explains the free 
offer to the prospect, the interest in 
the refrigerator is much heightened. 
Many prospects who may .be only 
lukewarm about buying the refrig- 
erator, or who may not be immedi- 
ately in the market, are led to the 
“buy now” stage as the two-way 
plan is explained to them. 

This naturally leads to a detailed 
explanation of the merits of the re- 
frigerator, and the selling job be- 
comes much easier and effective, it 
is said, because the prospect is 
moved to learn the complete story 
from the salesman. As the selling is 
unfolded, there has been a noticeable 
tendency of the prospect to make 


close inquiry into the terms offered 
by the dealer. These terms are ex- 
plained, and the “extra added attrac- 
tion” in the form of the tea service 
provides an excellent closer for the 
refrigerator sale. 


Even though the free offer is not 
advertised, newspaper and farm 
periodical advertising is used to 
increase the floor traffic and give the 
salesmen a great many people to turn 
into “hot prospects.” 


A great many of these people are 
drawn from the rural districts sur- 
rounding the city. Over 67% of the 
total sales of refrigerators and other 
appliances are made in the farm 
market. Concentration on this rural 
market is more profitable in this 
locality, because the farmers here 
have money to buy. This is explained 
by the steady incomes from good 
crops and livestock sales. Another 
feature of this class of trade is the 
ready pay, for this dealer reports 
that the majority of the rural buyers 
insist on paying cash. 


In addition to the advertising in 
periodicals, salesmen from the store 
make regular canvassing calls on the 
rural trade as a follow-up. And, on 
the next trip into town, these con- 
tacted ruralites very often drop into 
the store already acquainted with the 
products displayed, and so are al- 
ready partly sold. 


Crosley Distributor Pushes All-Porcelain Units 
Through All-Expense Trips To N. Y. World’s Fair 


ALBANY, N. Y.—To increase sales 
of deluxe refrigerators in its terri- 
tory this year, Simmons Hardware 
Co., Crosley distributor, is offering a 
free one-day trip to the New York 
World’s Fair to purchasers of that 
type of unit between now and 
June 30. 


Realizing that may persons from 
this area will attend the fair, the 
company is offering them the oppor- 
tunity to make the trip as its guests, 
if they purchase a 1939 Crosley 
deluxe model. Other members of the 
new owner’s family also may ac- 
company him to the Fair by paying 
extra “cost” fares, but only one 
person in the family can qualify for 
the free trip. 

Tieing-in with interest in the Fair, 
each dealer’s store will become 
“World’s Fair Headquarters” in his 
town, and will serve as a clearing 
house for general information re- 
garding the exposition. It is ex- 
pected that this will result in con- 
siderably increased floor traffic, 
which in turn will provide more 
sales-leads. 

During the period of the special 
promotion, dealers also will be fur- 
nished with window display materials 
combining the Fair theme and the 
Crosley building at the Fair. This 
will intensify the “World’s Fair 
Headquarters” idea in the minds of 
the public, it is believed. 

Only buyers of deluxe refrigerators 
will be eligible for free trips to the 
Fair. Purchasers will be taken to 
the exposition by special train, 
chartered by the distributor, on a 
day to be determined. 


Special tour itinerary will be 
planned, after which guests of the 
distributor and dealers will be free 
to follow their own courses until the 
special train returns them to their 
homes. 


Advance notice of the “free trip” 
plan was broadcast in spot an- 
nouncements' over station WGY, 
Schenectady, and attracted wide in- 
terest, reports Roy Simmons, head of 
the distributorship. With the cam- 
paign in full swing, newspaper ad- 
vertising is supplementing the radio 
series. 


Salesmen Trade Clothes For 
Sales In ‘Dress-Up’ Drive 


CASPER, Wyo.—A_ novel sales 
campaign which boosted two weeks’ 
sales of electric refrigerators ap- 
proximately 50% above the previous 
two weeks was staged by the Home 
Appliance Co., Frigidaire dealer here. 

Termed a “dress-up” campaign, 
each salesman received one article 
of wearing apparel, starting with 
underwear, for each sale he made 
during the campaign. At the close 
of the contest the company gave a 
stag breakfast, at which the sales- 
men wore only those articles of 
apparel won in the contest. 
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Approach Prospect When All Factors Are Right, 
Advises Dealer Who Follows 10-Rule Method 


ELDORADO, Ill.—Clyde Cox, man- 
ager of Cox Home Appliance Co. 
here, has worked out 10 definite rules 
for regulating sale of Frigidaire re- 
frigerators and other major appli- 
ances to rural customers in southern 
Tlinois. 

In the four counties surrounding 
Eldorado, a half-dozen types of in- 
come are represented; home owning 
state employes, farmers, coal miners, 
and a larger percentage of industrial 
workers—each requiring a separate 
sales system. 

Naturally, there are periods in 
which a miner cannot buy—slack 
seasons. In the same _ connection, 
farm trade must be regimented in 
fall, when the farmer is most likely 
to be able to afford electrical con- 
veniences for his home. 

As Mr. Cox points out, “Successful 
refrigerator selling is a matter of 
getting to the prospect who really 
wants a box while every other factor 
is as favorable as possible.” 

Mr. Cox’s 10 rules are five ‘do’s” 
and “dont’s” which are drummed into 
salesmen by monthly sales meetings, 
and are checked off by each man 
after making a prospect call. 

They are— 

DO’S 

1. Check the credit rating of each 
prospect in relation to the business 
he is employed in-—if his payments 
are sporadic, it may not be his own 
fault. 

2. Make an effort to discover the 
dollars-and-cents condition of every 
local business. 

3. Go only after those prospects 


who are in their most prosperous 
season of the year. 

4. Compile leads at least six 
months in advance—when a boom 
hits, it’s often possible to make sales 
through quick action: 

5. Offer flexible, split-payment 
terms sufficiently versatile to allow 
the purchaser to make use of his 
capital with a good deal of latitude. 

DON’TS 

1. Don’t waste time on any pros- 
pect, no matter how promising he 
appears, if his business prospects 
look bad, even in general. 

2. Don’t base your sales campaign 
on a money-spent basis. Play up 
the economic need and home im- 
provement angle. 

3. Never wait for a potential cus- 
tomer to come in when selling oppor- 
tunities are ripe—go get him, and 
insist on an hour or so of his time, 
even in his busiest season. 

4. Never be afraid to adjust pay- 
ments contiguously to the prospect’s 
seasonal income. Make it easy for 
him, even at a slight cost to yourself. 

5. Don’t slight the farm customer 
with small payments—he’s a bigger 
potential market than is actually 
known. 

Strict adherence to these rules has 
built refrigerator volume for Mr. Cox 
tremendously during the past five 
years, and has brought rural business 
well to the fore. 

Although credit transactions in 
the store are all concentrated in 
various seasons, each business pros- 
pers progressively, and thus evens 
out the company income. 


‘Kitchen Parties’ Idea 


Uses New Range Owners 


PITTSFIELD, Mass.— Using the 
enthusiasm of new electric range 
owners to obtain additional prospects 
for this appliance is the idea back of 
the “Kitchen Parties” sponsored in 
this territory by Pittsfield Electric 
Co., utility. 

Promotion of the “Kitchen Parties” 
is up to the individual dealer, the 
utility furnishing a home economist 
to demonstrate the range and ex- 
plain its features of food preparation. 
The parties are held in the new range 
owner’s home, with from eight to 12 
of her friends as guests. 

Purpose of the demonstration is 
two-fold: 

1. It proves to the new owner that 
the range will operate efficiently in 
her own kitchen, and impresses her 
with its speed and simplicity, as well 
as cleanliness. 

2. It gives non-owners an oppor- 
tunity to see for themselves at close 
range and without obligation, how 
electric cookery works. 

The smaller groups at each demon- 
stration adds to the informality of 
the occasion, and the women feel no 
hesitancy in quizzing the demon- 
strator concerning all features of 
electric cookery. This might not be 
the case if the size of the group were 
not limited. 

Food prepared at the demonstra- 
tions is served to the guests, and the 
hostess-range owner is given a small 
gift, perhaps a cooking utensil, for 
her courtesy in holding the party. 
Names of all prospects obtained from 
the meetings are turned over to the 
sponsoring dealer for follow-up. 
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Luxury Tax 
Not Justifiable 


ITHIN the next few weeks 

the Senate Finance Com- 
mittee will decide whether or not 
to continue for another two years 
the 5% “luxury tax” on household 
refrigerators. Inside advice from 
Washington is that the tax will 
probably be continued. The com- 
mittee is “open-minded” on the 
subject, however, and will gladly 
listen to arguments against it. 


Senator Pat Harrison of Missis- 
sippi is chairman of the committee. 
Senator Prentiss Brown of Michi- 
gan is probably the most influ- 
ential member, next to Senator 
Harrison. If it is your belief that 
this 5% tax will make it more 
difficult for low-income families to 
enjoy the benefits of health pro- 
tection through adequate refrig- 
eration, write to either of these 
two gentlemen, and tell them about 
the situation in your territory. 


If Fishing Tackle & Furs Aren’t 
Luxuries, Why Refrigerators! 


When this tax was_ passed, 
refrigerators were classed as 
“luxuries” along with cameras, 
sporting goods, jewelry, furs, and 
radios. Since that time, the tax 
has been removed from cameras, 
sporting goods, radios, and furs! 
If they aren’t luxuries, how can 
household refrigerators be so 
classed ? 


The New Dealers have for years 
been publicizing the idea that 
what they are working for is 
better living conditions for the 
lower-income groups. Recently 
they have been talking about 
spending billions of dollars on a 
national health program, of which 
these “underprivileged” would be 
the chief beneficiaries. Wouldn’t 
it be much simpler—and far 
cheaper—to make the health pro- 
tection of electric refrigeration 
available to more of these “under- 
privileged” families? 


Shouldn’t Penalize Health 
Protection for’ Underprivileged’ 


Doctors may argue like fury 
about socialized medicine, but they 
all agree on the benefits of properly 
refrigerated food. The majority 
of the complaints they receive 
usually can be traced to the 


stomach; and this is especially 
true where adequate protection for 
perishable food is not available. 


Retail Price Lowered $100 
Since Law Was Passed 


The refrigeration industry has 
done its part in making modern 
refrigerators available to lower- 
income groups. Since that tax law 
was passed, the average retail 
price of household refrigerators 
has come down almost a hundred 
dollars. If the tax were taken off, 
it would mean that low-income 
families could obtain a new refrig- 
erator for at least two less 
monthly payments than are now 
required. 


In thousands of cases, this is 
the margin between having and 
not having modern refrigeration. 
If the New Dealers (and the non- 
New Dealers in Congress) are 
predisposed to make the good 
things of life more available to the 
lower-income families, here is a 
marvelous opportunity to do so at 
relatively small cost to the federal 
government. 


Replacement Policy Taxed 
Through Weird Ruling 


It should be noted also that the 
government taxes the replacement 
policy sold with all refrigerators 
which are guaranteed for five 
years. It has been ruled that the 
$5 charged for this warranty is 
part of the selling price of the 
refrigerator. 


This is obviously a mistake, 
and possibly is illegal. That $5 
goes into a cooperative insurance 
fund, which pays for machine 
replacement or service during the 
five-year warranty period. It 
means added value and money 
saving for owners, at small addi- 
tional cost. It definitely is not 
part of the original retail price, 
even if in common practice it is 
paid at the same time the refrig- 
erator is purchased. 


Removal of Tax Should Put 
Men Back to Work 


John Hanes, assistant secretary 
of the Treasury, has been pressing 
for tax revision to aid industrial 
recovery. He is aware of the 
effective manner in which our 
complicated and burdensome tax 
structure is slowing up the indus- 
trial machine. In this instance, 
Mr. Hanes might find the house- 
hold refrigerator industry an 
interesting study. 


Last year the industry’s busi- 
ness was off 46% from the previous 
year. As it gets down further 
into lower-income brackets, every 
dollar counts. In addition to 
spreading the benefits of modern 
refrigeration further among the 
people, taking off the luxury tax 
on refrigerators should appreci- 
ably stimulate the industry, and 
help put men back to work. 
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ice because so many food advertisers 
are demanding that their particular 
types of products be featured—or else. 

There is not a successful publica- 
tion today that is not feeling the un- 
comfortable pressure of advertiser 
demand for editorial concessions. As 
the pressure grows, more advertisers 
join, on the well-established theory 
of “if they get theirs we want ours.” 


Nothing that is happening in the 
field of advertising is quite so short- 
sightedly destructive. Every good 
publication is built on one main 
foundation stone: reader confidence. 
The less reader confidence a publica- 
tion merits, the less valuable is it as 
an advertising medium. There is no 
surer method of killing this asset than 
to turn the pages of editorial over to 
the advertisers. 


Thanks to the courage of editors 
and business heads, many publica- 
tions refuse to allow pressure seri- 
ously to affect editorial content. But 
the concessions that have been made 
during the last few competitive years 
would shock the founders of a num- 
ber of publications that succeeded be- 
cause of their editorial independence. 

Where the blame lies is not easy 
to determine—nor is it important. 
Advertisers blame agents, agents 
blame publishers—and publishers put 
the burden on both advertisers and 
agents. Regardless of the responsi- 
bility involved, the advertiser himself 
can kill the dangerous practice. 

If advertisers have any respect for 
advertising and any regard for its 
efficiency they will leave the editors 
alone. 


LETTERS 


r 


QUOTED 


Leave the Editors Alone 


From Printers’ Ink, March 23, 1939 


Not satisfied with the often costly 
favors they receive from the business 
departments of publications, a rapidly 
growing number of advertisers are 
using pressure tactics on editors. 


In the household magazine field 
several companies have notified edi- 
tors that every time certain types of 
products are mentioned the descrip- 
tion must be such as to identify the 
types as those made by these manu- 
facturers. Otherwise, the implied 
threat is, the advertisers will use 
other media. 

Food editors of women’s magazines 
are finding it increasingly difficult to 
give readers satisfactory recipe sery- 


Clear Analysis of 
“What's Wrong” 


Peerless of America, Inc. 
515 W. 35th St., Chicago, IIl. 
Publisher: 

Having spent the past two months 
in traveling around, I have not kept 
up with the current issues of the 
“A.C.R.N.” 

Just read the editorial of the March 
22 issue, “Once a Sucker—Always?” 
Allow me to congratulate your paper 
and staff for its very fine editorials, 
of which this particular one is cer- 
tainly a very clear and concise analy- 
sis of What the Hell’s wrong with the 
good old U.S.A. 

ArT HOoOgESEL 


More Patents on 
* oO 
Life’s ‘Discovery’ 
Glenn Muffly 
132 S. Kensington PI. 
Springfield, Ohio 
Editor: 

Further data regarding the “new” 
idea in refrigeration as publicized in 
Life: 

The following U. S. Patents show it: 

484,983 issued Oct. 25, 1892 to W. C. 
Trussell. 

450,862 issued April 21, 
Robert R. Graf. 

661,851 issued Nov. 13, 1900 to H. B. 
Cornell. 

This is by no means a complete list 
of the patents on the endothermic 
reaction idea, but it shows something 


1891 to 


of how “new” it is. The first one 
mentioned includes bicarbonate of 
soda in the one claim. No doubt Mr. 
Sherton’s other ingredients, which he 
is keeping secret, will also be found 
in the old patents. 

GLENN MUFFLY 


Nicely Handled 


The Virginia Smelting Co. 
Boston, Mass. 
April 18, 1939 
Editor: 

I want to compliment you on the 
presentation in your issue of March 
29 of the material referred to in the 
publication Life, which appears on 
page 18 of your issue. 

I want to thank you for the way 
you have handled the information 
furnished to you by our Mr. Binns. 

F. A. Eustis, 
Treasurer 


Pre-Cooled Canning; 
Also Epilepsy 


A. G. Innes 
294 Union St. 
Simcoe, Ontario, Canada 
Sirs: 

I am trying to get some information 
on two subjects and thought that 
possibly you may know where this 
information could be obtained. 

The first subject is epilepsy. Do 
you know of any place where tem- 
perature and humidity control is used 
as a cure or part cure for this 
malady? Or do you know of any 
statistics on the subject such that 
there are more cases in some sections 
of the country than another? 


The second subject is in connection 
with frozen foods. Do you know of 
any canning plant where fruits, 
vegetables, or meats are _ frozen, 
probably previously to canning, so as 
to reduce the seasonal rush, thus 
making work steadier for employes? 

Thanking you for your trouble in 
advance, I remain an interested and 
sincere reader of the “News.” 

A. G. INNES 


Answer: Can any of our readers 
furnish information for Mr. Innes on 
either of these two subjects? 


They Want It Free 
In Mexico 


American Chamber of Commerce of 
Mexico, A.C.P. 
Mexico, D. F. 


Circulation Manager: 


There is no place in Mexico where 
an issue of a newspaper or periodical 
printed in the English language 
reaches so many people as in the 
reading rooms of the American Cham- 
ber of Commerce of Mexico. Ameri- 
can periodicals have a definite interest 
and appeal to English reading Mexi- 
cans by whom they are perused, not 
alone for their text, but often for the 
express purpose of contacting their 
advertisers. They come into the 
hands of the Chamber’s members and 
are available to traveling representa- 
tives of American business houses, 
and to the tourists who, with all other 
American publishers in this country, 
make the Chamber their official head- 
quarters. 

Many of our most important Ameri- 
can publishers have been happy to 
cooperate with us by placing the 

; 


name of our organization on their 
free mailing list, and for years we 
have received their publications regu- 
larly, they recognizing the practical 
value of such distribution for their 
advertisers and for their circulation 
department. 

We have had and continue to have 
inquiries for REFRIGERATION News, 
which we find we are not receiving. 
Will you be agreeable to putting us 
on your free mailing list and send- 
ing us your publication regularly? 

We feel that your company should 
assist us in bringing all American 
literature possible to this country to 
help combat propaganda of other 
countries, and to help American busi- 
ness in Mexico. By so doing you do 
a great service to the American 
manufacturer, your advertisers, and 
at the same time give your advertiser 
the advantage of an extensive circu- 
lation through our reading rooms, etc. 


We might say that all issues over a 
month old are sent to the American 
Hospital and to the American Club of 
this city. This also should be of 
interest to you. 

It is the sincere belief that in co- 
operating with us in our service to 
American-Mexican business the ad- 
vantage obtained will be well worth 
your while. 

H. O. JOHNSON, 
Secretary and Manager 


Answer: Sorry, we have no free list, 
but we are sending a package of back 
issues as sample copies. 


Nema Executive 
Approves Specifications 


National Electrical Manufacturers 
Association 
155 East 44th St. 
New York, N. Y. 
Editor: 

Your 1939 specifications came in 
with the March 29 issue of the News. 
I like the way you handled the Nema 
section and the data on the additional 
companies. 

Would you mind sending me one or 
two extra copies of your specifica- 
tions for my file. 

Bruce A. FLEMING, 
Executive Secretary 


Subscribers Speak 


Safford, Ariz. 
April 6, 1939 
Sirs: 

Inclosed is my check for two more 
years subscription to Air CoNDITIONING 
& REFRIGERATION NEWS. 

I like the magazine very much and 
look forward each week to the next 
issue. 

M. A. BurRTCHER 


Gamble Skogmo, Inc. 
Operating 
Gamble Stores 
West Bend, Wis. 
Editor: 

I am enclosing 25 cents for which 
please send me a copy of your 
CONDITIONING & REFRIGERATION NEWS. 
The Copy I wish is the one which 
gives the specifications of household 
refrigerators. 


I have before me a copy of your 


_ paper of March 17, 1937, which proved 


very helpful in our sale of refriger@ 
tors. 
Marvin CULP 
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Cooling Firm Gets Off To ‘Hot’ § 
Di a D le D : ooling Firm Gets re) of otart 
isteibutor - ealer o1ngs 
iquid Ai ils, “Pl f Nothin’’ 
Liquid Air Cocktails, “Plenty of Nothin 
ing of New G-E Distributorshi 
At Opening of New G-E Distributorship 
NEW YORK CITY —Liquid air | gas are in existence. Also present in 
cocktails, so cold they would sear the | the small glass receptacle had been 
throat of the hardiest Eskimo, and a | proportionate quantities of oxygen, 
pottie of “nothing” which para- | argon, carbon dioxide, neon, helium, 
doxically contained quadrillions of | and krypton, which the vacuum 
molecules of assorted rare gases, | pump had been unable to remove. 
were part of the fare served up to The liquid air “cocktail” was the 
guests at a luncheon announcing the | gjimax of a number of demon- 
appointment of Blagden Brothers, | strations prepared by William A. Left: W. A. Gluesing, G-E research man, pours a “liquid air cocktail” at the luncheon announcing the appoint- 
Inc., as ponent of ee ag Gluesing, of the General Electric re- ment of Blagden Bros., Inc. as G-E air-conditioning distributor in New York City. On the table is the largest 
- es ows tee wok search laboratory, Schenectady, and motor ever built to operate exclusively on sunlight. Center: Thomas Blagden christens a new conditioning unit 
ee oe rome ties, | Shown to those assembled as a partial | with a bottle of “nothing,” as Elliott Harrington, head of G-E cooling sales, blinks. Right: G. E. Simons of 
emg ne sie ee oe review Of She Gm “Reuse 05 mage” G-E X-Ray Corp. with Harwa, 2,800-year-old mumm 
The bottle of “nothing” was pre- | shortly to be presented at the New : : ” 
ed by the G-E research laboratory | york World’s Fair. Also on display 
in Schenectady, and was as near 4 | was the largest motor ever built to Leonard Appoints Seven B. M. Hanley Named Buyer Taylor & Freeman Made 
perfect vacuum as all the facilities of operate exclusively on sunlight. ’ 
that organization could make it. It te anal Fair touch. th e e For McCurdy s Store Hotpoint Distributor 
rrved in place of the more conven: | M4, enmter to aarwa,'a Sao, | New Distributors 
i 1 f ch a, s a , — anes 
ania Abe an ee gg dis- | year-old Egyptian mummy, who ar- coy nese bi d a ps ' RUSTON, ta.—Jou Taylor and 
ort e°P rived in the afternoon by plane from DETROIT — Appointment within meneee Sawmwersy saveneeer © | Joseph L. Freeman, both of Shreve- 
tributorship, and was broken with a : t ee of distribu- | Kelvinator automatic heating depart- 
d report over the “prow” of the .| Chicago's Field Museum, en route to | recent weeks of seven new ribu - li b port, have organized the North 
” t ne’ nchawed ll the Fair to become part of an x-ray | tors for Leonard refrigerators is prongs) rs ort pened app ap anal Louisiana Appliance Co. here and 
oon pro P s exhibit. announced by Ray Legg, general | for McCurdy’s department store here. | have opened display rooms and 
Making the point, application-wise, Offices of Blagden Brothers, Inc., “Gree taaie, ie Pn +0 N. Y: vaca ins North he apg biog — 
that air is not always as empty as | are located in the Time and Life : >. Tenn. | Hahn & Doll Appointed Deal = eee “— “ll 
— , : Nashville Chair Co., Nashville, Tenn.; ann 0 ppo eaier | tributor in northeast Louisiana. 
; it looks, Elliott Harrington, head of | building, at 9 Rockefeller Plaza. 4 
eir ; 3 Estes-Maytag, Missoula, Mont.; Still- Mr. Freeman handled Hotpoint re- 
we G-E’s cooling sales, disclosed that the | A. S. Blagden is chairman of the . ; 
%» . | man Drygoods Co., Fort Wayne, Ind.; OLNEY, Ill—Hahn & Doll has | frigerators in the Shreveport area as 
2u- “empty” bottle had contained 370 | board; Thomas Blagden, president; : ’ 
a ; Kirby & Steele, Butte, Mont.; R. B. | been appointed Norge refrigerator | a sales manager of a distributor 
cal quadrillion molecules of various | B. D. S. Blagden, vice president; and Wall Co.. Wilkes-Barre, Pa.: and the 
elr mateatins tun wiliiion wmeheauh Sect Gaunters vice peesident and ” ’ dealer in this area. there for several years. 
ases, including five olecules erby " p 
: B Cahn Electric Co., Inc., Shreveport, 
om of xenon, a gas so rare that only a | general manager of the new organi- | |, 
few cubic centimeters of the pure ' zation. s 
ave 
ws, + 
ng. 17 Dealerships Added | Rockford Sales Ahead of Ben Rubin To Manage PLENTY 
; iedtke! to Show 
nd- . State Record Through | Tiedtke’s Department eee 
To Kelvinator Ranks g 4 ; 
: Cooperation Plan | rouo0—nen nun mas re NOTHING to Hide 
¥- DETROIT—Appointment of 17 new named to the newly created position 
ner dealers was announced this week by ROCKFORD, Tll.—Electric refrig- of merchandising manager of the 
wre Henry W. Burritt, vice president in | eration sales in the state of Illinois | home furnishings department of 
j charge of sales of the Kelvinator | for 1938 were off 40% from 1937 | Tiedtke’s department store here. 
can division of Nash-Kelvinator Corp. marks. Sales reported by Central | The company is a Kelvinator dealer. 
and The new dealers are: Illinois Electric & Gas Co., local Mr. Rubin, for years associated 
ser R. H. Eddy, Clarington, Ohio; | utility, for Rockford and vicinity last | with Bloomingdale's store in New 
a Fullerton Furniture Co., Huron, | year were only 30% less than those | York City, resigned as manager of 
ein S. D.; Perry & McGee Furniture Co., | for the previous year. Reason for | the Grand Leader, Fort Wayne, Ind., 
ra Seminole, Okla.; Asleson’s Hardware | this 10% differential, the utility be- | to accept the Tiedtke offer. 
- Store, Stoughton, Wis.; M. E. Robert- lieves, is its program of dealer co- 
e son, Madison, Wis.; Carthage Furni- | operation which culminates each yo" 
Hei “ oe ae “ H. | spring in the “Better Homes Show.” New ppliance Stor e Is 
we, Aya, in) eee PUES The 21 dealers in the com , 
co- , pany’s 
to niture Co., Des Moines, Iowa. territory handle 17 different makes Opened In Aur ora 
ad- L. H. Perrinjaquet, Edgewood, | of refrigerators. The utility does a 
rth Iowa; Watson Appliance _ Sales, good deal of general promotional AURORA, Ill.—The Aurora Appli- 
Genoa, Ill; Fritz Carlson Co., | work throughout the territory, using | 27¢e Store opened here recently at 
; Batavia, Ill; Parke Snow, Ince., | poth newspaper advertising and di- 1 Downer Place. A full line of 
ger Waltham, Mass.; Parke Snow, Inc., | rect mail, and also pays half the cost Westinghouse products will be car- 
list, Somerville, Mass.; William G. Web- | of each dealer’s booth at the Better | Tied, as well as a complete stock of X-Ray Vi ew of SAVAGE QUALIT Y* 
ack ber, Salem, Mass.; Acme Refrigera- | tomes Show. radios and accessories. Philco and ji Z z . A 
Snow, Inc., Roslindale, Mass.; and | ever, are the local real estate dealers, needs of the ice cream in- own shop for 30 days. Com- 
Banet Radio Exchange, Boston. who feel that such an exposition A FF Dj | d dustry, SAVAGE Thrift Cab- pare it with any other make 
gives impetus to the building and PPHGNCOS WIspIGye inets reflect the precision on the market... for inten- 
1s D | | A , d | house furnishings industries in this | Gi H TI ‘ 5 p l I 
ealer Is Acquitted In territory. So, in addition to appli- n Uity Fla manufacturing for which sive value, low operating 
- ‘ P ances, building materials, furniture, Savage has been noted for cost, fool-proof temperature 
$2,000 Injury Suit and other lines of household equip. | BURLINGTON, Vt. — Cooperating 7 
: over 40 years. control and servicing econ- 
ment are also displayed. Past shows with local electrical appliance deal- y , oa OC tal 
SOUTH BEND, Ind.—A Superior | have attracted widespread interest, | ers, Burlington’s City Light Depart- We invite you to test a SAV- omy. atalog upon request. 
Court jury has acquitted D. H. | more than 50,000 people attending | ment is maintaining a display of 
in Martin, local electrical appliance | last year’s exhibition. appliances in its office at the City S AVAG E: A R M S C O R P O R AT I O N 
WS. merchant, in a $2,000 suit brought Of the 2,911 refrigerators sold in | Hall. To keep public interest high, ea AMIR INNA ESRI MSURMERIE CE 
ee against him by Ike Shankerman, a | this territory in 1938, it is estimated | the department changes the display REFRIGERATION *These Designs and Construction Features 
na South Bend citizen, in behalf of his | that about 10%, or 291 units, were | frequently, and offers to supply DIVISION are Identical in ALL SAVAGE Thrift 
son. sold as a result of the home show. | interested parties with free informa- Cabinets. 
fu “a: Shankerman charged that Mr. The utility’s contribution toward the tion on any electrical appliances or Utica, N. Y., U.S.A. 1. One-Piece Stainless Steel Top. 
artin’s negligence in giving a side- | cost of dealer exhibits totaled $1,164, | ©auipment. 2. Condensation-Free Flip Lids. 
walk demonstration of an electric or $4 per unit for each of these 3. One-Piece Mortised Sub-Top. 
G, washing machine a year ago had | 991 refrigerators. Checker El ic M Manufacturer of 4. Removable Liner and Evaporator. 
ad resulted in an injury to the Shanker- Roughly 17,000 electric refriger- ecker Electric Moves Ice Cream Cabinets 5. Four-inch-thick Finest Cork 
man boy’s hand. ators were in service in this territ To New S snoeanieen. 
ore eS SETIVOry o New odtore Truck Refrigeration 6. Rigid Steel Frame Construction. 
at the end of 1988, more than a 60% Cc tees Diinte, Remneiiten 7. Individual Removable Bonderized 
Spicer & DeAngelis Form saturation of the utility's 27,895 | IOWA CITY, Iowa—Checker Elec- | ~°"V°™ 0" *oahe “ssemibls Panels. 
3 electric meters. tric Shop here has just moved to an 8. Easily Removable Corner Strip. 
39 Refrigeration Sales Co. The 1939 total of 2,911 sales in- | attractive new store, where it car- SAVAGE a/ 9. Balanced Twin-Cylinder 
aione Compressor. 
cluded sales of 117 trade-ins, so ries a full stock of refrigerator, 10. Leanna E 
: 5 ge-Area Evaporator Plates 
ore FRAMINGHAM, Mass.—Refriger- | actual number of new units sold was | range, and radio models, impressively OFFERS and Jelly Tanks. 
ING ator Sales & Service Co., Inc. has | only 2,794. A total of 173 trade-ins | shown under diffused lighting. C. R. 11. Doubly Accessible Service 
been organized here with Charles B. | were reported for the year, but 35 | Telander is manager of the store, 4-WAY THRIFT Compartment. 
- Spicer, president, and Arthur E. | of these units were destroyed and | and Edith Springmeier has charge 12. Automatic Safety Signal. 
ex DeAngelis, treasurer. 19 were still on hand at year end. of floor sales. , 
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Major Cppliances 


Standard Introduces New 
Line of 5 Ranges 


TOLEDO, Ohio—Newly designed 
throughout, and incorporating such 


Flectromaster Announces 
Ranges, Water Heaters 


DETROIT—A complete new line of 
electric ranges and water heaters is 
being introduced for 1939 by Elec- 
tromaster, Inc. 

Topping the electric range line is 
the model 220, a deluxe range which 
has an individual pilot light for each 
surface unit, and a “lumiline’” table 
top light. 

Combined oven control clock and 
minute interval chime also are fea- 
tures of the range, which has three 
Electromaster-Chromalox surface 
heating units, and a six-quart “vita- 
miser” deep-well cooker. 

Condiment jars, alongside the 
clock and timer, are in four different 
pastel shades, and are illuminated 
from below by the table-top lamp. 

The range is said to have an extra- 
large storage space, and is equipped 
with a warming unit, sliding wire 
basket, broiling rack and_ tray, 
reversible oven rack, and no-stain 
vent. Oven is heated by a mono-unit. 

Base of the range is recessed, to 
give additional toe room, and hard- 
ware is of streamline design on door 
handles and throughout the unit. 

The new Electromaster water heat- 
ers are round, a style not used for- 
merly by the company, and are 


available in all sizes from 30 gallons 
to 80 gallons. 


February Range Sales 
19% Above 1938 


NEW YORK CITY—Electric range 
shipments reported by 17 manufac- 
turer-members of National Electrical 
Manufacturers Association for Febru- 
ary totaled 26,944 units, 19.1% above 
shipments for the same month last 
year (22,628 units). Sales for the 
first two months of the year were 
54,877 units, 33.4% more than the 
41,128 unit sales recorded for the 
corresponding period of 1938. 

Michigan and Pennsylvania again 
paced the field in sales-by-states, be- 
ing the only states in which sales 
for the month exceeded the 2,000-unit 
mark. Running fairly close in third, 
fourth, and fifth positions, however, 
were Illinois (1,972 units), Ohio 
(1,843 units), and Missouri (1,469). 


Sales of Vacuum Cleaners 
Mount In February 


CLEVELAND—Sales of vacuum 
cleaners amounted to 112,322 units 
during February of this year, reports 
C. G. Frantz, executive secretary of 
Vacuum Cleaner Manufacturers’ As- 
sociation. This is an increase over 
both January, 1939, when sales were 
102,599 units, and February of last 
year, when sales totaled 106,704. 


features as recessed oven burners 
which increase the amount of usable 
oven space, five-heat Chromalox sur- 
face units, portable cookers as stand- 
ard equipment with some models and 
available for use with all, and a 
new louver-type lamp assembly in- 
cluding either a ‘“minute-minder” or 
a clock, the five-model 1939 line of 
Standard Electric ranges now is on 
the market. 

A removable switch plate makes 
these ranges completely servicable 
from the front. All models are of 
the cabinet type, finished in white 
porcelain enamel with acid-resisting 
porcelain enamel cooking top and 
blue-black porcelain enamel oven lin- 
ing. 
According to Harry H. Venable, 
sales manager, the company’s distri- 
bution policy is as adaptable to any 
type of merchandising outlet as the 
models in the Standard Electric line 
are to any type of range prospect. 


W. C. Jones Will Assist 
Ericksen At Bendix 


SOUTH BEND, Ind.—W. C. Jones 
has been appointed assistant adver- 
tising and sales promotion manager 
of Bendix Home Appliances, Inc., 
aiding Parker H. Ericksen, advertis- 
ing and sales promotion manager, in 
the development of contests, adver- 
tising plans, and promotional activi- 
ties. 
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REFRIGERATORS 


new products. 


perience. 


ies. 


other way. rz 


many foreign countries. 


“We have found your paper an ideal medium for introducing 
One full page ad launched our Dry Storage 
Beverage Coolers, the Zerostream line, and intermittent small 
space has carried it along as a profitable volume product. 


“Our new display case, the American Royal, was announced 


to the trade through your paper. 
During the last few years we have successfully 


presented all our new products through your paper. 


This is 


“Such announcements are not only of value in bringing inguir- 
Our sales organization covers the nation and extends to 
Our estimates show that more than 
3,500 men are selling Koch Equipment through our various 
distributing channels. 
reaches all these representatives more efficiently than in any 


One announcement 


- - - M. Mayer, Pres., Koch Refrigerators 


typical of our ex- 


in the “News” 


keenly 


Subscribers of the News are constantly alert to the 
appearance of new products on the market. 


interested in new models, changes 


changes in marketing plans, and other news of the 
industry. They form an unusually responsive audience 
for advertisers and they represent buying power. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 
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Back-shelf objects are easy to get at in G-E’s new kitchen “storage 
appliances,” for shelves are of wire, permitting the housewife to reach up 
and under. Corner window shelves afford space for flowers or -what-nots. 


Special condiment shelf provides handy space for small container storage. 
s+ 6* 


G-E Designs Kitchen Cabinets To Harmonize 
With Appliances In All-Electric Kitchens 


CLEVELAND — Designed as a 
“logical complement” to the various 
G-E appliances which compose the 
complete electric kitchen, a new line 
of kitchen cabinets, or “storage ap- 
pliances,” has been introduced by 
General Electric Co. 

According to Webb Theleen, man- 
ager of the G-E_ washer-disposall 
sales section, the cabinets have been 
designed according to specifications 
outlined by consumers, and incorpo- 
rate features of flexibility and ease 
of installation. 

The new cabinets can be made to 
fit any room to a fraction of an inch, 
it is claimed. Although the separate 
cabinets are standardized the com- 
plete kitchen has a _ custom-built 
appearance by virtue of the variety 
of cabinet widths, finishes, and 
accessories. Top and base cabinets 
come in 15, 18, 21, 24, and 30-inch 
widths, and top cabinets are 18 or 
30% inches in height. 


INSTALLATION SIMPLE 


Simple installation is provided by 
furnishing each section as a com- 
pletely enclosed, rodent-proof steel 
box, which slides in and bolts to a 
simple furring. Installation cost is 
much lower than for _ previous 
kitchens, it is claimed. Base cabi- 
nets are furnished with doors or 
drawers. 

The new cabinets are simple in de- 
sign, harmonizing with the 1939 G-E 
refrigerators, ranges, and_ electric 
sinks, and have hardware in the same 
motif. 

Features include concealed spring- 
action hinges; adjustable shelves 
with a choice of wire or one-piece 
shelf construction; adjustable sliding 
shelves in base cabinets; automatic 
interior lighting in both top and base 
cabinets; interchangeable drawers; 
all-steel construction; white Glyptal- 
baked finish; work surface illumina- 
tion; and_ roller-bearing drawer 
guides. 


COMPLETE ACCESSORIES 


Accessories range from cup hooks 
and cutting boards to a planning 
desk and kitchen chair. They include 
a cutlery tray, bulk storage bin, cup 
racks, condiment shelves, pan cover 
file rack, bread and cake box, waste 
basket, detergent rack, corner deco- 
rative shelf sections, grilled doors, 
broom cabinets, linen cabinets, plate 
warmer, and recipe cabinet. A 
choice of colors in work surface 
linoleum is offered. 

The adjustable wire shelves offer 
no barrier to interior lighting, and 
are a convenience to a _ reaching 
housewife in that she can move jars 
and cans by reaching through the 
wire. Concealed hinges and flush 
design make for easy cleaning. 

Condiment shelf is of the expand- 
ing type, allowing greater room and 
visibility for small containers. Work 
surface lighting and convenient y2P- 


pliance outlets are out of sight. In- 
terchangeable roller bearing drawer 
guides are said to make possible 11 
different drawer combinations. 

Bulk storage bins are removable 
for easy filling and cleaning, and 
there is a simple “filing drawer” for 
pan covers. Recessed toe _ space, 
finished in scuff-resisting black 
Japan, eliminates tiresome leaning 
over work surfaces. The metal waste 
basket, fixed to the interior of a door, 
is removable. 

The planning desk has_ tubular 
steel legs, linoleum-covered surface, 
and a steel recipe cabinet, and the 
kitchen chair is of tubular steel. 
Kitchen decoration is made easy and 
inviting by the steel corner window 
shelves, to support colorful flower 
pots and dishes. 


Kelsey Heads Radio Sales 


For Stewart-Warner 


CHICAGO—L. L. Kelsey has been 
appointed sales manager of the radio 
division of Stewart-Warner Corp., 4 
newly created post, and C. P. Gallo- 
way has been named assistant sales 
manager. 

Radios formerly were included in 
the home appliance division, of which 
John F. Ditzell continues as_ sales 
manager. 

District managers named for the 
radio division include H. P. Dunkly, 
northeast; B. R. Peacock, east cen- 
tral; S. H. Rogovin, southeast; D. 
A. Lewis, west central; A. D. Gaines, 
southwest; and Spencer Reese, west 
coast. 


—— 
—— 


ATTENTION !! 


MANUFACTURERS—EXPORTERS 
Thoroughly experienced Sales and 
Service Engineer capable of Merchat- 
dising, Laying out, Diagnosing and 
Servicing Household, Commercial and 
Industrial Refrigeration Equipment: 
Several years foreign trade experienc? 
with extensive travel. Speaks Spanish 
and French. Robust health and sober 
habits. At present employed, desires 
connection with responsible firm with 
opportunity for advancement. Write 
Box 1144, Air Conditioning & Refris- 
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Pica Field Surveys 


Commercial Picture 


In 2 Middle West 


Cities Seems Fairly Encouraging 


Further surveys of the commercial refrigeration sales situation 


in the Middle West are presented in this issue. 


Staff members of 


Aik CONDITIONING & REFRIGERATION NEws compiled these “on-the- 
spot” reports of Omaha, Neb. and Kansas City, Mo. 


By Phil 


OMAHA, NEB. 


Commercial refrigeration business, 
while far from breaking any records 
in the Omaha territory, has been 
pretty fair so far this year, all things 
considered, according to information 
gleaned from distributors and dealers. 

By “all things considered” is meant 
two principal factors which have held 
pack business—the drought in Neb- 
raska Which is keeping the farms 
rather poor, and the cold spring - 
weather which the community was 
having. 


Baker Going Along 
Very Steadily 


Omaha is the headquarters, both 
in sales and manufacturing, for the 
Baker Ice Machine Co., manufacturer 
of commercial refrigeration systems. 

Baker is going along very steadily 
—in fact, its steadiness is worth com- 
ment. According to J. M. “Jack” 
Fernald, veteran industry executive 
who is Baker’s general manager, 
there has been no labor turnover in 
the Baker plant in 18 months. What 
this means in terms of labor rela- 
tions, and the creation of social 
security reserves, can be left to the 
imagination of other plant execu- 
tives. 

“In view of the fact that this is 
a seasonal industry,” Mr. Fernald 
said,” the record is quite remarkable. 
While we did strive to accomplish 
this result, I must say that we were 
probably pretty lucky to have a con- 
tinuing volume of business that made 
it possible for our plant to keep run- 
ning at a steady pace.” 

Those who know how the Baker 
management operates, however, are 
inclined not to give so much credit 
to chance as to the astuteness of the 
factory executives in analyzing the 
requirements of a new market or 
type of application, and going out 
after that business in an aggressive 
fashion. 

(There is a thought for commercial 
refrigeration distributors and dealers 
in that outlook.) 


MARK 


Refrigeration 


That’s what this super-mar- 
ket at Macon, Ga. gets with 
its Frick cooling system, the 
work including. 

(1) Air Conditioning 

(2) Ice Making 

(3) Carload Storage 

(4) Freezer Storage 

(5) Cooling Display Cases 


Let Frick Refrigeration give 
your business similar super- 
Service: write 


me WAYNESBCRO, PENNA 


CEPENDASLE REFRIGERATION 


SINCE 1882 


B. Redeker and Robert M. Price 


For example, Baker was the pio- 
neer in the field of refrigerated 
locker storage plants. The company 
worked quietly ahead in this appli- 
cation for some time, before other 
manufacturers were even conscious 
that there was a real market in these 
plants. 

With the field advanced the way 
it is, Baker has taken the next step 
by designing a “freezer machine” to 
freeze fruits and vegetables in the 
locker plants. 

Recently Baker has done a con- 
siderable amount of work in provid- 
ing refrigeration equipment for cit- 
rus fruit storage plants in both the 
California and Rio Grande valleys. 
What the next new application for 
refrigeration may be no one knows, 
but it is a pretty safe bet that Baker 
will have a finger in it early in its 
development. 


A. D. Madsen Sells 
200% of Quota 


A. D. Madsen is a Frigidaire dealer 
who handles the McCray and McCall 
lines of display cases and other com- 
mercial refrigerator fixtures. Busi- 
ness has looked pretty good to him 
this year, in fact he has 200% of 
his quota on the McCray line for 
the first six months of the McCray 
fiscal year. When Omaha got a 
couple of days of nice warm weather, 
Mr. Madsen sold half a dozen jobs 
in a week. 

Mr. Madsen uses a “show ’em the 
figures” method of selling almost 
exclusively. 

“If a man is paying from $150 to 
$175 a month for ice in his present 
equipment,” says Mr. Madsen, “and 
you show him that he can buy and 
pay for new equipment at the rate of 
$12 a week, the story is going to 
sink in if you keep pounding it in 
his head long enough.” 

Sometimes it takes quite a while 
for the idea to sink in, but one of 
Mr. Madsen’s qualifications for a 
star salesman is that he keeps going 
back and repeating the story, telling 
the prospect how he is continuing to 
lose money. 

Mr. Madsen believes that there is 
a place for the sale of new equip- 
ment in a small store that has been 
handling only groceries. Instance 
after instance can be cited to show 
that if such a store will put in a 
small display case for dairy items 
and a small line of cold meats, an 
increase in business will result almost 
immediately. Furthermore, the addi- 
tion of the meats line means added 
profits that will more than pay for 
the case, Mr. Madsen says. 

“I recently put in such a case, and 
it is costing the owner of the store 
only 75 cents a day to buy that 
case. He only has to sell a very 
few pounds of the meat line he added 
to pay for that.” 


Prospects Pretty Fair 


In the Country 


A Kelvinator dealer handling the 
Koch line of commercial refrigerator 
cabinets, the A. M. Carney Co. has 
found things somewhat slow to start 
this year, but Mr. Carney is expect- 
ing a pickup when the weather gets 
warmer. 

Mr. Carney works some salesmen 
out of the city, and is finding pros- 
pects pretty fair in the country, a 
a number of “crossroads” stores be- 
ing in the market for modernized fix- 
tures. Only by personal contact can 
such a market be developed, says 
Mr. Carney, and he intends to keep 
concentrating on that market. 


Major Appliances Has 
Well.Rounded Line 


Frigidaire distributor for Omaha 


and a good share of Nebraska, 
Major Appliances, Inc., has one of 
the most completely rounded lines of 
any distributor in the business today. 
In its commercial division are han- 
dled Frigidaire commercial refrigera- 
tion, Tyler and Hussmann commer- 
cial refrigerators, Delco-Frigidaire 
complete year-around air-condition- 
ing and automatic heating equipment, 
and a stoker line. 

The company is headed by M. S. 
Livingston, and a detailed story about 
some phases of the operation of the 
commercial division has been told in 
a story which is published on page 5 
of this issue. 


KANSAS CITY, MO. 


On the whole, Kansas City pre- 
sented a fairly bright picture in 
commercial refrigeration so far this 
year, at least the dealers and distrib- 
utors interviewed gave a more opti- 
mistic report than had been found 
elsewhere. 

Of some significance was the state- 
ment by L. W. Roberts of Forslund 
Pump & Machinery Co., refrigeration 
parts and supply jobber, that his 
business had an increase over the 
similar period in 1938. When a job- 
ber’s business is up, it generally 
means that the commercial refrigera- 
tion dealer’s business is going along 
fairly well. 


Koch Is Proud of 


Its Innovations 


Officials of the Koch Refrigerator 
Co. are quite proud of several inno- 
vations in commercial refrigerator 
design and manufacturing which 
their company has made—methods of 
forming the all-metal frame with an 
absence of “through’’ members, the 
way in which the thicknesses of 
glasses are sealed in and how they 
are ventilated, the new “cool” light- 
ing system in this year’s model, etc. 

They are also justly proud of their 
research department and their labo- 
ratory. (One of their latest research 
department stunts was to keep meats 
in one of their cases and similar cuts 
in another type of case, and then 
give plant employes a “blindfold” 
test on which cut looked the best 
after a certain period of storage.) 

However, one phase of the Koch 
factory activity of which Koch offi- 
cials can justly point with pride is 
the sales tools which they are provid- 
ing to dealers. 

There has been little scientific sell- 
ing of commercial refrigerators. Most 
salesmen haven’t much of a story to 
tell the food merchant, and they are 
at a loss to give a product demon- 
stration to a prospect. 

This has had a limiting effect upon 
salesmen, especially where the pros- 
pect isn’t inclined to become “pally” 
immediately with the salesmen (the 
basis on which most commercial 
salesmen try to work). 


What Koch has endeavored to do 
is to give its dealers and salesmen 
some equipment with which to make 
sales—its now-famed papier mache 
steak, which comes apart in sections 
to show the loss suffered from trim- 
ming meat kept under improper con- 
ditions, and other devices to prove 
the profit story to the prospect; also, 
a section of the insulation construc- 
tion and of the coil used to give the 
prospect an idea of what he’s buying 
in the equipment itself. In so doing, 
Koch is widening the selling range of 
the salesmen that sell its equipment. 


Baker Sales Office 
Ahead of Quota 


This sales office for Baker is di- 
rected by C. A. Smith. While Mr. 
Smith was not in his office at the 


time your correspondent was in town, 
being out in the extensive teritory 
which he works, others in the office 
said he was doing very well, and 
was ahead of his quota for the year. 

One of Mr. Smith’s good jobs this 
year was for the Triway Produce Co., 
in whose warehouse he installed a 
30-ton and a 20-ton system for gen- 
eral product storage, and 15-ton and 
10-ton Freon systems for banana 
ripening work. 

Another not-too-common job was 
the installation of new forced-draft 
cooling units in the aging cellar of 
the Muehlebach brewery here. 

Mr. Smith has also found good 
business in equipping food stores in 
some of the smaller towns such as 
Columbus, Kan., Ft. Scott, Kan., and 
Joplin, Mo., it was said. 


‘Service Man Is the 
Key’ Says Rice 


Frank Rice, manager of commer- 
cial refrigeration sales for Frigidaire, 
reported sales as having been slowed 
up by the continued cold weather, 
but declared that generally’ the 
volume was about equal with 1938, 
with ice cream cabinet sales up about 
25%. He thinks ice cream cabinet 
sales will be up substantially this 
year. 

With respect to the sale of com- 
mercial units in the smaller towns in 
a distributor’s territory, Mr. Rice has 
some very definite thoughts: 

“The service man is the key to 
the situation,” he solds. “Only where 
there is a competent service and in- 
stallation man or crew will a good 
job be done on commercial. 

“T have proved this point by taking 
a good service engineer from one 
town and putting him in another, 
and the commercial sales started to 
move right away in the town in 
which the good man was working. 

“The service man is constantly in 
touch with what’s going on in the 
field. They can serve as ‘birddogs’ 
and what is more, they can lend a 
lot of weight to a sales argument 
with some such comment as: 

“‘Why Jim, this old compressor is 
costing you too much to run, you 
know that. Why don’t you let me 
bring a salesman out to look it over 
and give you an estimate.’ 

“We're turning more and more to 
train. the serviceman to be sales- 
minded, because we know he holds 
the key to the situation.” 


G-R Successful In 
Bottling Plant Sales 


This firm sells Lipman refrigera- 
tion equipment, and has had particu- 
larly good success with refrigeration 
systems for bottling plants. 

According to R. C. Johnston of this 
company, it is easy to show definite 
savings in operating costs in the 
replacement of old equipment. 

He points out that one of the 
big savings is one not so commonly 
called to mind, and that is the differ- 
ence in condensing water costs. 

Difference in operating pressures 
naturally will reduce substantially the 
amount of water necessary, and in 


addition there are new control fea- 
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tures that are important factors, The 
old ammonia systems had but two 
water control settings, full on or full 
off, while the new systems have a 
regulator which supplies water in 
accordance with the demand evi- 
denced. 

This same line of equipment can 
be followed over into the power 
equipment for the compressor. The 
old ammonia systems required a 
greater starting torque, and hence a 
greater power demand. 

In addition to the savings story, 
the present-day bottling coolers them- 
selves are much more efficient, and 
do a better and faster job than the 
pee systems, Mr. Johnston pointed 
out. 


Trenton Auto Radiator 
Has 25th Anniversary 


TRENTON, N. J.—Silver anniver- 
sary of its founding is being cele- 
brated this year by Trenton Auto 
Radiator Works, maker of Kramer 
cooling and heating devices, with in- 
creased and expanded activity in 
every direction, reports Harry Klin- 
ger, sales manager. 

Business volume is reported to be 
very favorable, particularly in the 
refrigeration and air-conditioning di- 
visions. L. A. Burbank has been 
placed in charge of the company’s 
newly opened Boston office, and Lance 
Underhill has been appointed to 
handle sales in the upper New York 
state area. 

Two new catalogs are now on the 
press. One is on refrigeration equip- 
ment, featuring the company’s triple- 
trough cooler for walk-in boxes, case 
coils, unit coolers, panel blowers, 
freezing ovens, condensers, water 
coolers, and ice makers. The other 
is an air-conditioning catalog, con- 
taining considerable engineering data 
on both heating and cooling, and 
featuring the Turbo-Fin blast coil, 
a new coil surface incorporating in- 
ternal and external flow disturbances. 

The company’s test laboratory has 
recently been enlarged to afford prac- 
tically double the previous working 
space. 

The firm was founded in 1914 by 
Benjamin and Nathan Kramer. 


Refrigeration Tubes 


f ep 


he for difficult job s 


’ SMALL T 
General Offices. Waterbury, Conn 


You can sell more Copelands 


Today's 


because they're priced to sell! 


market is price-minded. Copeland's low 
j price means “lower-down-payment and easier terms” 
and those are magic words! 
Copeland’s extraordinary proposition. Write today! 


Get the facts about 


Gloehler Presents “The Cade of Tomorrow”! 


STAINLESS STEEL—combined with gleaming white Porcelain... 


Beautiful ... Convenient ... Dependable . . . Economical——with 


EPG POON Rc, A PE ASO te 


Deck and Storage Compartment of “Lifetime” 
STAINLESS STEEL—Sizes from 6 to 16 feet. 


* GREATER DISPLAY—25% Increased Capacity. 

* Extra wide porcelain top—3 lights of PLATE GLASS. 

* Built-on Compressor Cabinet—for either end of Case. 

* CASE COMPLETE—Lights, Coils, Platters, Wrapping Shelves. 

PORCELAIN—with STAINLESS STEEL—or 

DULUX—with Porcelain Top and Display Section. 
—WRITE FOR COMPLETE CATALOG— 


GLOEKLER : 


MANUFACTURING CO. 
ERIE, PA. @ PITTSBURGH, PA. 


a Ee ee 


SERIES 4800 
Note: Stainless Steel in Storage Section 
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NEW 1939 FEATURES 


Tyler’s original welded steel construction is 
still the most advanced in the commercial 
refrigeration field. And the 1939 line is the 
greatest ever. New improvements include 
wider doors, for greater accessibility; wider 
front glass for increased visibility and new, 
patented NON-GLARE a toy | system for 
brighter display. 


THE BIG VALUE LINE 


Complete line covers wide field. 
Built from experience with thou- 
sands of installations. Offers sensa- 
tional values because of standard- 
ized quantity production. You can 
meet today’s demands with Tylers 
and make more money. Write NO 
for dealer proposition. 

New York Office: 601 W. 26th St. 

Boston Office: 683 Beacon St. 

Chicago Office: 1663 W. Ogden Ave. 


WELDED STEEL 
Commercial ; 


— 
— 


__| TYLER FIXTURE CORP. Dept. R, NILES, MICH. 


HUMI-TEMP Units 


will make more money—win 


more customers—for you! 


Tested for years in hundreds of different uses, Larkin 
Humi-Temp Units have established an unequalled record 
of trouble-free performance. See that your stock of 
Larkin products is complete! 


Write Today for New Low Prices, 
New Specifications, New Catalog! 


See how low the cost of this scientifically designed unit 
that gives greater fin and tube area, higher relative 
humidity, less we:ght loss from stored products; get the 
new specifications—know why Larkin Humi-Temp Units 
are so much greater in efficiency, so much lower in operat- 
ing costs. Write for New 1939 Larkin Catalog. 


LARKIN COILS, Inc. 


Nl 


E 


@ Patented Larkin Cross- 
Fins, Imbedded  Fin-to- 
Tube Contact, Staggered 
Tubing, Silver Welded 
Connections. 


@ Totally enclosed motor 
—designed for continuous 
operation. 


General Offices and Factory 
519 Pair Street, S. E., 


ATLANTA, GA. 


Branch Factory, 57 East Eleventh St., New York City 


SHERER 
RETARDO 


OFFERS if 
NEW SALES ‘- e 
OUTLET FOR 2 

COMPRESSORS == re 


Sherer’s RETARDO — 
offers successful 72 : ‘ . 
hour retardation... 

increases bakery 

profits — will in- 

crease YOUR 
equipment and 


For 


compressor sales. 


Now is the time to 
cash in on this 
new field. Sell a 
RETARDO AND a 
compressor. 


In addition to 
RETARDO, Sherer 
offers a complete 
line of other re- 
frigerator display 
and storage equip- 
ment. 

Ask for franchise 
details, mentioning 
territory covered. 


SHERER-GILLETT COMPANY 
Marshall, Michigen 


We 


Pais eS 


a 


will 


Service Type—Refillable 


Fill, 


price. 


Commercial Type 


AMERICAN INJECTOR 


AMINCO DEHYDRATORS 


A feature of Aminco Dehydrators is the use of female pipe threads 
which permit the use of any needed size S.A.E. connection. 


There is no longer any need to carry a large stock of various size 
dehydrators. A limited range 
supply any demand. 


Aminco 
Service 
types are available for 1—15 
ton capacity, 
Loose Fill 
Refillable units. 


Activated Alumina is stand- 
ard fill, 
calcium oxide or zinc moss 
supplied on order at same 


Send for Complete Details 


COMPANY 


1481 FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast: Van D. Clothier, 1015 E. 16th, Los Angeles, Calif. 
In Canada: Modern Household Appliances, Ltd., 382 Victoria Ave., Westmount, P.Q. 


Dehydrators both 
and Commercial 


in Cartridge 
and Non- 


calcium chloride, 


Commercial Service 


Installing & Servicing of Controls For 
Instantaneous Water Cooler Fountains 


In last week’s instalment Arch Black and Dean C. Seitz 
discussed the 1937-1938 Bastian-Blessing soda fountains equipped 


with an instantaneous water cooler. 


The discussion is continued 


in this week’s article with descriptions of the thermostatic 
expansion valve, thermostatic switch, water temperature regulating 


valve, and the surge tank. 


This series on the installation and servicing of soda fountains, 
counter-type ice cream freezers, and frozen food cases is appearing 
weekly in AIR CONDITIONING & REFRIGERATION NEWS. 


By Arch Black and Dean C. Seitz 


The Thermostatic 


Expansion Valve 


Fig. 4 shows a cross section view 
through the Frigidaire thermostatic 
expansion valve model TEV-20. 
Three of these valves are supplied as 
standard with each Bastian-Blessing 
1937-1938 soda fountain. One is used 
on the ice cream refrigeration circuit, 
another on the water circuit, and the 
third on the bottle storage and jar 
enclosure circuit. The thermostatic 
expansion valve TEV-20 is a tem- 
perature-operated liquid control de- 
vice. 

There seems to be a general mis- 
conception by the layman concerning 
thermostatic expansion valves. The 
thermostatic expansion valve is not 
a refrigerant atomizer. It is an 
orifice-type pressure reducing valve. 
It permits liquid refrigerant to enter 
the refrigerating coil or cooler in 
such quantities as is required. Its 
function is exactly the same as that 
of a low-side float valve in which 
high pressure liquid refrigerant is 
permitted to enter one side of the 
valve, low pressure refrigerant cap- 
able of evaporating on the other side 
of the valve. 

In order to avoid confusion at this 
time it should be stated that a small 
amount of liquid refrigerant evapor- 
ates at the exit side of the expansion 
valve due to the amount of heat 
which must be removed in cooling 
the liquid refrigerant itself from the 
inlet temperature to the temperature 
at the evaporator. 

This gas is frequently referred to 
as “flash” gas. The changing of the 
liquid refrigerant from the liquid 
state to the vapor state is not accom- 
plished by the valve itself. It is 
accomplished by the addition of heat 
causing the low pressure liquid to 
evaporate. 

The thermal bulb (A) in Fig. 4 is 
fastened to the suction line inside 
the refrigerated case. Care should 
always be exercised to see that the 
capillary line connecting the valve 
with the thermal bulb does not come 
in contact with any surface colder 
than the thermal bulb itself. 


The Thermostatic Switch 


The temperature control, Fig. 5, 
[(6) on Fig. 3 (April 19 issue)] is a 
Frigidaire thermostatic switch part 
No. 1122047. It is equipped with 
motor-overload protector, to protect 
the motor against overload condition. 
To prevent burned out motors make 
sure that this heating element is of 
the proper size. 

All current passing through the 
switch passes through this element. 
When the motor becomes overloaded, 
more current will pass through the 
element than normal. The elements 
then heat up, melting the solder on 
the motor protector and the switch 
opens. 

There is an opening in the switch 
cover through which a fiber rod 
protrudes. When the overload ele- 
ment opens the switch this fiber rod 
will protrude through the cover. 
The switch is reset by hand by push- 
ing the rod. If the protector con- 
tinues to open the switch, then re- 
move the cause of the overload. 

The switch is also equipped with a 
high pressure cut-out. Should the 
head pressure build up too high due 
to the failure of the water supply to 
the condensing unit, air in the sys- 
tem, hot water through the con- 
denser, etc., this element opens the 
switch through “H.” <A 4-in. copper 
tubing line must be run from the 
condensing unit head to the switch as 


can be traced from Fig. 3 (April 19 
issue). The %4-in. line should be con- 
nected to the tube “J.” 

The switches leave the soda foun- 
tain factory set for the approximate 
temperature desired. Temperature 
adjustment may be made by turning 
the cold control knob “F.”” To lower 
the temperature turn the knob clock- 
wise, to raise the temperature turn 
it counter-clockwise. Turning the 
knob one point will change the tem- 
perature approximately 1° F. 

The cold control knob can only be 
turned through one complete revolu- 
tion. Therefore No. 1 position on 
the knob should be set at the arrow, 
on the cover, so that the customer 
may make minor adjustments him- 
self. 

At the time of installation, if the 
arrow points, for example, to No. 3 
or 4 on the dial after the approximate 
correct adjustment has been made, 
remove the knob by removing the 
screw in its center and replace so 
that No. 1 position is at the arrow. 
If the desired temperature cannot be 
reached by turning the knob, remove 
the knob and turn the notched plate 
below by means of a screw driver. 

Turning the notched plate clock- 
wise will lower the temperature and 
turning counter-clockwise will raise 
the temperature. When the desired 
temperature has been obtained, re- 
place the knob as outlined above. 


After the proper cut-out tempera- 
ture has been reached, adjust the 
screw “M” for the proper differential 
or cut-in point. Remember that the 
clock adjustment by means of the 
knob or notched plate sets the cut- 
out point and should be made first. 


The lower adjustment “M” sets the 
cut-in point and should be made last. 
Adjustment by means of the screw 
“M” does not change the cut-out 
point. To raise the cut-in point, 
(that is, raise the differential) back- 
off the screw. To lower the cut-in 
point (that is, to reduce the differ- 
ential) turn the screw in. This 
switch has a range of from —15° to 
30° with a minimum differential of 
3° and a maximum differential of 16°. 


Heat Interchanger 
The heat interchanger consists of 


a length of %-in. liquid line cojjeg 
inside the enlarged section of the 
suction line.’ During normal opera. 
tions of a thermostatic expansion 
valve, a small amount of refrigerant 
vapor must come in contact with the 
bulb of the thermostatic expansion 
valve in order to close it. This cojg 
refrigerant vapor normally woulq 
pass through the suction line ang 
very likely cause it to frost. This 
frosting would melt on the floor ang 
become very objectionable to the 
customer. 

The purpose of the heat inter. 


—, 


Fig. 4— Expansion Valve 
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Cross-section of Frigidaire ther- 
mostatic expansion valve model 
TEV-20. 


changer is to cause the small amount 
of refrigerant vapor which gets past 
the thermal bulb of the thermostatic 
expansion valve to do efficient work. 
By permitting this small amount of 
refrigerant vapor to cool the warm 
inlet liquid, no loss of efficiency is 
permitted. 

Obviously a heat interchanger will 
not compensate for a poorly adjusted 
expansion valve. An expansion valve 
which is open so wide that too much 
liquid refrigerant is entering the 
evaporator will probably frost both 
the suction line and the crankcase 
of the condensing unit. 

Under these conditions the heat 
interchanger cannot be expected to 
use efficiently all of the refrigerant 
which passes through it. It is de- 
signed to handle only the normal 
amount of refrigerant which gets 
past the thermal bulb before it has 
an opportunity of closing the thermo- 
static expansion valve. 

The heat interchanger on the 1937- 
1938 Bastian-Blessing soda fountain 
is shown as point (3) in Fig. 3 
(April 19 issue). It is located on the 
rear wall of the bottle storage com- 
partment and with the thermostatic 
expansion valve properly adjusted, 
frost will form on the heat inter- 
changer but will not extend any 
farther down the suction line. 


Check Valve 


A check valve is installed in the 
(Concluded on Page 15, Column 1) 


— 


Fig. 5—Temperature Control Switch 
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Frigidaire thermostatic switch supplied with 1937-1938 Bastian-Blessing 


soda fountains. This switch is equipped with a motor-overload protector 
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Fig. 7—Two Methods of Installing Surge Tank 


Horizontal 


shown above. Cleat 


At right: Vertical 
bottom 


installation. 


hangers. 


installation of surge tank is 
lowers connection 
opening to permit oil to drain completely. 
Cleat at 
prevents tank from slipping in 


D Adjusting Water Valve 
& Installation of 
Surge Tanks 


(Concluded from Page 14, Column 5) 
suction line leading from the ice 
cream refrigeration coil. It is shown 
in Fig. 3 at point (4). The purpose 
of the check valve is to prevent re- 
frigerant gas from the warmer 
circuit (that is, the water cooling 
and jar enclosure circuit) from con- 
densing in the colder ice cream re- 
frigeration coil. 

‘ If the check valve were not in- 
7 stalled an appreciable amount of 


Fig. 6—Water Valve 
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Water temperature regulating 

valve maintains constant pres- 

sure on liquid refrigerant in 
water cooler. 


Water Coolers — Filters 
Cafeteria —Industrial 


Commercial Remote 
Urge Tanks Pipe Coils 


filtrine Mfg. Co., Brooklyn, N.Y. 


warat or. 


; es and Fittings 

Standard of the — 

}| Serotest Manufacturing Co. 
Pittsburgh, Pa. 


ay - 
* 


‘returned to the 


vapor from the other two warmer 
circuits would condense in the re- 
frigerant tubing of the ice cream 
circuit. This would supply an extra 
amount of refrigerant to the ice 
cream circuit over and above the 
amount supplied by the thermostatic 
expansion valve. Under these con- 
ditions the result would be erratic 
frosting back of the suction line 
leading from the ice cream refrigera- 
tion coil. 


Water Temperature 
Regulating Valve 


The water temperature regulating 
valve illustrated by Fig. 6 is shown 
on Fig. 3 as point (13). It is 
mounted on the outside of the 
creamer unit in the suction line lead- 
ing from the Frigidaire instantaneous 
water cooler. The valve is known by 
the model No. LTV-20. The purpose 
of the valve is to maintain a con- 
stant pressure on the low pressure 
liquid refrigerant contained inside the 
water cooler. 


The small adjusting screw (A) 
shown in Fig. 6 controls the pressure 
maintained inside the instantaneous 
cooler and consequently controls the 
temperature of the city water and 
soda water leaving the cooler. By 
turning the adjustment screw (A) 
in or clockwise, the exit water tem- 
perature is raised. By turning the 
screw (A) out or counter-clockwise, 
the exit water temperature is 
lowered. 


If the adjusting screw (A) is 
screwed out or counter clockwise as 
far as it will go, the pressure main- 
tained inside the instantaneous cooler 
will be approximately 32 Ibs, if 
“Freon-12” is used as the refrigerant. 
This pressure will not freeze the re- 
frigerant inside the cooler. 


If refrigerant other than “Freon- 
12” is used, make certain that the 
correct model of water temperature 
regulating valve has been obtained 
from the soda fountain manufacturer. 
Valves for “Freon-12” are shipped 
as standard. 


Surge Tank 


The use of an instantaneous cooler 
in the fountain requires a surge tank 
teed into the suction line between the 
soda fountain and the condensing 
unit. The surge tank is preferably 
installed in the basement close to the 
condensing unit and teed into the 
main suction line. Fig. 7 illustrates 
two methods of connecting the surge 
tank into the suction line. 


It should be noted that the surge 
tank is merely dead ended into the 
suction line. No gas passes com- 
pletely through the tank. It is a 
reservoir in which gas may be accu- 
mulated and again removed when the 
condensing unit operates. Special 
attention should be paid to the fact 
that the outlet of the surge tank 
must always be on its’ bottom, 
whether the tank be installed in the 
vertical or the horizontal position. 


HORIZONTAL TANK 


If the tank is installed in the hori- 
zontal position, it should be pitched 
slightly to the end in which the out- 
let valve is connected. This is neces- 
sary so that any oil which might 
accumulate in the tank will be 
condensing unit 
crankcase when the condensing unit 
starts. 

A surge tank is necessary for two 
reasons. First, it permits the con- 
densing unit to have its cut-in point 
set lower than the pressure main- 
tained by the LTV-20 valve on the 
instantaneous water cooler. With the 
cut-in point of the condensing unit 


set lower than the pressure inside the 


water cooler, the entire system would 
short cycle every few seconds unless 
a@ reservoir or surge tank was pro- 
vided for the gas to fill. 

Second, the surge tank equalizes 
the initial rush of gas from the in- 
stantaneous cooler, preventing the 
condensing unit from starting every 
time a glass of water is drawn from 
the draught arm. Due to this latter 
point a surge tank is occasionally 
referred to as an equalizing tank. 

Two sizes of surge tanks are avail- 
able with Bastian-Blessing soda foun- 
tains. The sizes are the 18 gal. and 
the 30 gal. The 18 gal. size is used 
whenever one condensing unit is con- 
nected to one water cooler regardless 
of whatever refrigeration equipment 
is connected to the same condensing 
unit. The 30 gal. size is used when 
one condensing unit is connected to 


two instantaneous water coolers. 

The surge tanks are thoroughly 
dried out, evacuated, and primed 
with a small holding charge of 
“Freon-12” when shipped from the 
soda fountain factory. Both of these 
sizes of surge tanks can be supplied 
in two styles, namely the vertical 
style and the horizontal style. The 
horizontal style should be used only 
when ‘there is no convenient place 
such as the basement to locate the 
vertical style. 

The vertical tank, which is shipped 
as standard, has its suction outlet at 
the bottom, and must always be 
placed in a vertical position. Never 
install a vertical surge tank in a 
horizontal position, for it will allow 
the tank to accumulate oil and 
eventually do damage to the con- 


densing unit. 


Binks Develops New 
Thor Spray Gun 


CHICAGO—The new Thor model 
No. 21 streamlined automatic spray 
gun, a completely redesigned version 
of its predecessor, model No. 10, has 
been introduced by Binks Mfg. Co. 


Styled by Glenn W. Tammen, of 
Designers for Industry, in coopera- 
tion with the Binks engineering de- 
partment, and looking more like a 
futuristic rocket ship model than a 
spray gun, this new device is said 
to incorporate radical improvements 
which eliminate dripping and _ spit- 
ting, and a positive action air 
plunger that gives spraying results 


equal to those of hand-operated guns. 
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ANOTHER WILSON “Complete Line’? COOLER 


MAKES THE DEALER SECURE AGAINST LOSS from competi- 


tion. 


Wilson Sectional Walk-In Storage Coolers for MILK— 


BEER—MEAT—GROCERY—CLUB—HOTEL—INSTITUTION _ or 
UTILITY storage, in 18 stock sizes are built to rigid specifications: 
@ Four inches of properly installed insulation for low-operating 
costs. ®@ Contact between metal interior and metal exterior carefully 
avoided to prevent sweating. @ Sections thoroughly sealed and held 
rigid with tie-rods. @ Metal bottom protected from harm by sub- 
floor and heavy wood grids. ® Metal-clad heavily framed doors 
cannot sag or warp. @ Ball-bearing hinges. @ Made in 3’ and 4’ 
sections for easy erection in otherwise inaccessible places, and in 
two heights—The Kent, 66” and the Sussex, 8’... . Every Wilson 


Cooler is durable, efficient, convenient. . . . 


appearance and in price. 
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1939 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 
Percival Condensing Units. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


\ Write for attractive prices, literature 
\\ and Distributor’s proposition. 


i C.L.PERCIVAL Co. 
DES MOINES,IOWA 


MILLS 


COMPRESSORS 


for Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 
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g AT TENTION sree 


AND APPLIANCE DEALERS 
A-BLiZZARD-FROM-THE-WEST: That has everthing 


More Wet Hands 
More Dissatistied 


Customers 


| rte Now Open * Write for Particulars 


Is More Sanitary 
Mas Fast Dry Cooling 
Has More Capacity 


Has Balanced 
Retrigeration 


IT 


WEBER SHOWCASE & FIXTURE CO., INC. 


5700 Avalon Boulevard 


Cable “‘Weberco” 


e Les Angeles, California 
Established 1902 


® 


| | ® | ) o 
CHIEFTAIN FACTS: 


Our friends ask us, “How do you do it?’—We say, 
what we do, it is what our product does in the field.” 


TECUMSEH PRODUCTS CO., TECUMSEH, 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


Message 


No. 37 


“lt is not 


MICH. 


REMPE 


FIN COILS and PIPE COILS 


for Refrigeration and Air Conditioning 


UNIT COOLERS for comfort 
and low temperature cooling 
AUTODRAFT UNITS 

for walk-in coolers 


REMPE CO., 340 N. Sacramento Blvd. 


CHICAGO 


MASTER 
SERVICE | 
MANUALS _ 


HOUSEHOLD 
REFRIGERATION 


Master Service Manuals. 
are discussed and clearly explained. 
you will find discussions on Absopure, 
Atwater Kent, Coldspot, Copeland, Dayton, 
banks-Morse, Graybar Ilg-Keld, 
Rice, and Servel. 


your refrigeration library. 136 pages. 


Business News Publishing 


5229 Cass Ave., Detroit, Mich. 


Do you have Vol. No. 4 
of the Service Manuals ? 


If you already have volumes 1, 2, and 3, you 
should now have Manual No. 4 of the Household 
Unusual service problems 
In this volume 
Apex, 


air- 


Iceberg, Liberty, 
You need this book to round out 
Price $1.00 


Co. 


Sewice News 


What Manufacturers Could Do To Improve 
Business Is Told By Service Men 


(Concluded from Page 1, Column 1) 
the condensing unit, such as the coil, 
these jobs are pretty rare, it was 
declared. 

“If there’s a leak in the coil, or if 
the coil is to be changed, it is wise 
for the service man to change the 
whole system. The change of a coil 
only won’t make much of a difference, 
in many cases, although there are 
some instances where old blower 
units can be replaced with newer 
type equipment, and real -savings 
shown to the owner.” 


HAS TO BE SHOWN 


The service engineer. needs to be 
shown that there is money in selling 
replacement systems, several of the 
men suggested. As it stands now, 
the service engineer often feels that 
he gets many a good job because 
someone else has given the user a 
price on a replacement system which 
has seemed like too much money to 
the user, so the service engineer is 
called in to fix up the old system. 

But he’s willing to be shown that 
he can make more money out of 
selling replacements than he can in 
“fixin’ up” the existing equipment. 

“Tell us how to sell it, too,” was 
another thought expressed. 


' REASON FOR HERMETICS 


The Omaha service engineers made 
no bones about their distaste for 
hermetically sealed household refrig- 
eration units, but at the same time 
they admitted that poor servicing had 
been one of the factors that had 
encouraged manufacturers of house- 
hold electric refrigerators to start 
using the hermetic machine. 

“There was a lot of punk service 
work done in the old days of the 
open units,” said one who voiced the 
general sentiment of the group on 
this subject, “not only by the inde- 
pendent service engineer, but by the 
service man working for the author- 
ized dealers. We can’t blame the 
manufacturers for trying to solve 
that service problem with a hermetic 
unit. 


PAST GUARANTEE PERIOD 


“But we do think the manufacturer 
is being short-sighted when he fails 
to enable the service man to handle 
equipment that has gone out of the 
guarantee period. A number of those 
first hermetics are now out of the 
guarantee period, and they’re the 
ones that will probably need the 
most service attention. 

“What happens when one of these 
units that is out of the guarantee 
period goes wrong? Perhaps the 
dealer is out of business, or the 
user doesn’t remember who the dealer 
is, and just looks up the name of 
a service company in the phone book. 

“The service man looks it over, 
and decides that the trouble is in 
the sealed mechanism, which should 
either be repaired or perhaps re- 
placed. 

“The service man would be willing 
to play ball and put in a replacement 
unit, but he plays hell trying to get 
one, and he gets no discount on a 
replacement compressor if he is able 
to buy one. In other words, the 
manufacturer charges the service 
man just what he would charge the 
customer on an exchange of units. 
The service man would probably be 
very glad to make just a small profit 
on replacing a unit, and would much 
rather try to do it that way than 
by trying to repair a sealed unit. 


REPAIRING SEALED JOBS 


“But because the manufacturer 
isn’t giving any help to the service 
company on this situation the inde- 
pendent is tempted to find ways to 
repair the sealed jobs, and to cut 
them open, which may not be so 
good. 

“If the manufacturers of household 
refrigerators would just pass out a 
little more information about their 
equipment, and give the service engi- 
neer the right to buy replacement 
units to use on models out of the 
guarantee period, it should work out 
well for everybody, and help to keep 
a feeling of ‘goodwill’ on the part 


of the customer towards the manu- 
facturer.” 

Admitting that hermetic units and 
long guarantees were playing hob 
with the household refrigerator serv- 
ice business for independents, the 
service man would like to see long 
guarantees abolished. 

“We're not the only ones that don’t 
like them,” said one service engineer. 
“The dealers don’t like them, the 
public isn’t impressed any longer, 
why do the manufacturers keep 
offering such guarantees?” 

Service men believe that they are 
entitled to sell parts at a profit, as 
is done in other industries, and they 
are pretty bitter about the fact that 
dealers for commercial refrigeration 
equipment often get large quantities 
of extra parts which they buy at a 
discount and then sell to the user 
at cost—such a price sometimes even 
being under the service engineer’s 
cost. 


PRICE PROBLEMS 


“It makes you feel pretty tough 
when you are quoting prices on parts 
and accessories which are needed to 
fix up a meat case, to have the 
butcher tell you he can buy the parts 
you specify from a _ refrigeration 
dealer for your cost or even less. 
The dealers ought to get only such 
parts and pieces as are needed to 
make the original installation on a 
certain piece of equipment.” 


Manufacturers can control this, the 
servicemen think, by specifying only 
a list price on such parts to the 
dealer, or if the net price is given, 
to require that the dealer adhere to 
and give out information only on 
a list price basis. The servicemen 
further think that the parts that 
go with the “unit” (the specific 
valves, fittings, controls, etc. for 
example on a display case) should 
be definitely specified in the service 
contract, and that other parts, such 
as tubing, are to be furnished by 
the installation man and are to be 
presented as part of his costs. 


With respect to the manufacturers 
of refrigeration parts and supplies, 
the service engineers have these sug- 
gestions to make about their policies: 

Put out catalogs giving list prices 
only. 


LOOSE DISCOUNT SHEET 


“The discount sheet should be loose, 
so we can keep it ourselves, and let 
no one else see it,” the service engi- 
neers maintain. “If just a discount 
percentage schedule is given, we’re 
smart enough to figure it out. But 
if a catalog giving both net and list 
prices comes out, it is sure to be 
seen by a customer, and we have 
a fine time getting our price.” 


Prompter service on requests for 
some specific part, and how or where 
it should be used. Cases were cited 
in which two months’ time had 
elapsed before an order for a part 
was filled. 

“Don’t forget that refrigeration 
is needed every day. The user can’t 
just shut down his plant and go 


about his business while waiting fo, . 
a part to arrive.” 

Trade advertising should not be 
so competitive (that is, blowing up 
the merits of the maker’s Particular 
product), but should be more cooper. 
ative. 

Highly competitive advertising 
often tends to confuse the Service. 
man, and leave him in the dark as | 
to what he should do, whereas a) tel 
educational type of advertising copy ret 
might lead him into using a ney eq) 


type of product more quickly. na 
Michigan-Indiana Men @ 
sel 
Organize Service Group of 
tec 


SOUTH BEND, Ind.—Organization ex] 
of the Michiana chapter of Refrigerg. Ph 
tion Service Engineers Society was out 
completed here with election of sitt 
officers April 10 at a dinner in the inti 
Hotel Hoffmann. The charter was ‘ 
presented to the 32 initial members 


by Willis Stafford, national directo, 
of Aurora, Ill., and E. H. White, see. thay} 
retary of the Illinois state organiza. f 
tion, Elgin, Ill. il 
Refrigeration sales and service tele 


firms in South Bend, Mishawaka, util 
Elkhart, LaPorte, Warsaw, an org 
Michigan City, Ind., and Niles, Mich, 

are represented. 

Local officers elected are: presi. A 
dent, J. A. Pechi, South Side Electric 
Co.; secretary, L. E. McKee, Electric 
Refrigeration Co., and treasurer, B, 


E. Ullery, all of South Bend. s 
dre\ 
won 
cont 
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Capacity Systems 

: Bi 

The ‘“‘TK’’ Thermo Valve] ites 
Alco Valve Co., St. Louis, Mo. seco’ 


For Information on Motors 


FOR ALL TYPES OF 

Air Conditioning and 
Refrigeration Equipment 
WRITE TO saan 


Waésner Electric Corporation 


6441 PLYMOUTH AVE ST. LOUIS, MO 


Advanced engineering, 
skilled workmen ani 
precision production 
methods result in high 
quality refrigerating 
units. 


Universal Cooler Corp., Detroi 
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DOWNTOWN 


Stopping at the Detroiter means assurance 
of two things: Fine accommodations, and 
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tasteful Furnishings and restful beds; and 
the hotel is noted for its cordial atmosphere. 
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All-Product Servicing 
Will Feature Philco 


Convention In June 


PHILADELPHIA — Servicing of 
television sets, as well as of radio, 
refrigeration, and _ air-conditioning 
equipment, will feature Philco’s 
national convention here June 5 to 8. 

A large section of the French Lick 
hotel has been reserved for these 
meetings which will be attended by 
service managers and staffs of Philco 
distributorships. 

Television service problems and 
technique will be explained and 
expounded at the “television school.” 
Phiico’s television experts will point 
out some of the contingencies and 
situations which may arise after the 
introduction of television receivers. 

“The Philco television school,” 
declares Robert F. Herr, head of 
Philco’s parts and service division, 
“will acquaint the service managers 
of our distributorships with the 
technique and service aspects of 
television, which they, in turn, can 
utilize and pass on to their dealer 
organizations.” 


Andrews Wins Tube Bending 
Contest At Syracuse 


SYRACUSE, N. Y.—Welden An- 
drews of Joseph Cashier Co. here 
won first prize in a _ tube-bending 
contest conducted by Al Mitchell, 
Imperial Brass Mfg. Co. representa- 
tive, at the recent meeting of the 
Syracuse chapter of the Refrigera- 
tion Service Engineers Society. 

Bill Andrews, H. A. Persett Re- 
frigeration Service, was -awarded 
second prize. 
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Stickers In Refrigerators Produce 85% 
Of Business For Service Firm 


ST. LOUIS—Systematic distribu- 
tion of stickers calling attention to 
the firm name, plus a steady round 
of home-concentrated advertising is 
the only effective method of produc- 
ing a good volume of profitable serv- 
ive business, according to Lloyd L. 
Goodenough, manager of North Side 
Refrigeration Service here. 

This company, franchised with 
Frigidaire for the last four years, 
features household, commercial, and 
air-conditioning repair service, and 
has built up one of the largest mail- 
ing lists in the west—20,000 names 
of refrigerator owners. Last year a 
total of 6,000 service calls were re- 
corded, a drop of 1,000 from the pre- 
vious year’s business; but indications 
for 1939 are that service will reach 
a better point early in the year. 

The North Side company has 10 
servicemen, three specialists in com- 
mercial and air-conditioning installa- 
tion, all with Frigidaire factory ex- 
perience, and individual ‘“followings” 
which Mr. Goodenough has found 
counts for a surprising amount of 
trade over a year’s time. Rates are 
standard—-$2 for the first half hour 
spent in the customer’s home, 60 
cents per quarter hour afterward. 
Principal competition comes from 
“home servicemen,” independent re- 
pairmen who work from basement 
shops, or sideline electrical retailers. 


DIRECT MAIL FAILS 


Some time ago, in experimenting 
with methods of offsetting price com- 
petition, Mr. Goodenough tried a 
monthly direct-mail promotion to 
cover his entire 20,000 potentiality 
list. This proved of little value, with 
a maximum of 5% returns on the 
entire outlay. Even with a minimum 
cost per piece of 1% cents, the outlay 
was prohibitive in view of returns. 

Another attempt was made to 
build commercial accounts by offer- 
ing a free monthly inspection serv- 
ice, in the hope of uncovering suffi- 
cient service needs to make up for 
the cost of maintaining one man on 
this accommodation. Neither of 
these attempts paid worthwhile re- 
sults. Accordingly, since that time 
the company has concentrated adver- 
tising and sticker promotion on the 
home itself through service men, 
dealers, and a local drayage firm, 
with very good results. 

Stickers, naturally, are the most 
important factor in keeping a steady 
volume of repeat business coming in. 
These are about 3 x 5 inches, printed 
in black and white, with the com- 
pany’s telephone number the most 
prominent feature. Stickers are of 


material good enough to insure their 
lasting at least a year without re- 
placement. One of these goes into 
every refrigerator sold - by’ the 
Frigidaire company, the largest 
source, and into boxes sold by 22 
dealers who cooperate with the serv- 
ice agency. 

By far the most important trade 
asset, however, is a contract with 
the drayage firm responsible for 
Frigidaire delivery. Drivers or de- 
liverymen for this firm are issued 50 
stickers per month, with the insist- 
ence that they be applied to the box 
in the customer’s own kitchen, under 
her supervision. 

On the delivery certificate is a 
proviso—“Sticker attached,” which 
must be checked off before the 
delivery is acceptable. In this way, 
the service firm gets around 200 
stickers per month into use, and is 
certain that the customer’s attention 
has been called to it immediately 
upon her receipt of the box. 

In addition, all service men place 
a sticker upon any box thus un- 
equipped, or replace worn ones. An 
important psychological point in- 
sisted upon is placing the sticker in 
the upper right-hand corner of the 
door interior panel, nearest the trays, 
where it receives the maximum at- 
tention and least wear. The cus- 
tomer’s attention is always called to 
this while it is being placed. 


OTHER ADVERTISING 


Approximately 85% of all calls can 
be traced to sticker use, according to 
the management, the remainder be- 
ing attributed to a large display ad 
in the classifield telephone directory, 
two ads per week in neighborhood 
newspapers, and special journals on 
cooking and kitchen management. 

Mr. Goodenough does not believe in 
follow-ups or guarantee cards—for 
the simple reason that any note of 
thanks will make the customer listen 
to her box carefully, and think that 
she hears some noise which indicates 
faulty repairs. The same holds true 
with giveway  advertising—North 
Side leaves no thermometers or re- 
minders other than stickers. 

Service men for the firm wear 
white cord uniforms, and are put 
through a questionnaire twice yearly 
to keep them up-to-the-minute on 
repair details. Combined with the 
office’s prominent location with a 
75,000 car-a-week traffic passing, this 
keeps efficiency at a fine point. Any 
residential section in North St. Louis 
is within 20 minutes’ drive, and all 
calls are answered within a half 
hour, or 40 minutes at the maximum. 


Hunyady, Kirch, Wally 
Win Tube Contest 


PITTSBURGH — Elmer Hunyady 
won first prize of a set of Imperial 
Brass tools in a tube bending contest 
held here recently by Jos. Woodwell 
Co., refrigeration parts and supplies 
distributor. 

John Kirch and John Wally were 
second and third respectively, each 
being awarded Imperial Brass tools, 
and a special consolation prize of an 
Imperial ‘“Hi-ho” gauge set was 
presented to John Barbagallo. Ten 
service men participated in the con- 
test, which was directed by John 
Allman, Imperial Brass. Mfg. Co. rep- 
resentative. 

Jos. Woodwell Co., William’s Co., 
William Orr Co., and Melchior, Arm- 
strong, Dessau Co. donated the prizes. 
S. A. Rice and F. V. Golitz assisted 
Mr. Allman as judges. Speakers 
after the contest were C. V. Hale, 
A. H. Hoerner, “Red” Ladere, N. 
Scully, P. T. McCormack, and Mr. 
Lynch, manager of the Woodwell 
firm. 


Apex Machine & Tool Co. 
Issues New Catalog 


DAYTON, Ohio—A _ combination 
12-page catalog, manual, and price 
list of Apex-Phillips screwdrivers 
and bits for electric, air, and spiral 
drivers has just been issued by Apex 
Machine & Tool Co. here. 


Drivers for recessed head screws 
and slotted head screws, and power 
bits for 32 makes and styles of power 
drivers and hand drivers, are listed 
and illustrated in the book. 


A Coast Jobber Issues 
His Largest Catalog 


LOS ANGELES—Larger by some 
32 pages than any previous edition 
is the new catalog listing its com- 
plete line of refrigeration and air- 
conditioning supplies and accessories 
just issued by Refrigeration Service, 
Inc., parts jobber here. 

Complete catalog contains 224 
pages, with index, and includes the 
largest list of supplies, tools, and 
accessories the company ever has 
shown, reports L. P. Roth, manager. 
In addition to a complete cross-refer- 
ence index, the second page of the 
catalog contains a rapid thumb index. 

This method also makes possible 
the location of some 20 classifications 
for items most often referred to by 
the serviceman and dealer. Catalog 
is small in size, for convenience in 
filing, and has a spiral-type binding. 

More than 2,000 books were printed 
by the company, Mr. Roth reports, 
with approximately 1,300 going out 
in the initial mailing. Postage outlay 
on this mailing alone amounted to 
about $125, says Mr. Roth. For the 
convenience of mail-order customers, 
the want book and postage-free order 
book is added to the catalog. 

Refrigeration Service is authorized 
representative for Air Conditioning 
& Refrigeration News, and the News 
and other publications of the Refrig- 
eration Library are shown in the 
catalog on pages 196 and 197. 


New Inside Salesman 


SYRACUSE, N. Y.—Steve Golden 
has been appointed inside salesman 
in the local branch of Central Service 
Supply, parts and supplies jobber. 
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Temperature Map Shows 
Hot Weather Zones 


NEW YORK CITY—Featuring a 
temperature map showing zones in 
which a maximum daily temperature 
of 70° F. or more prevails during 
the months of March, April, May, 
June, and July, an unusual mailing 
piece in color has been prepared by 
Mathieson Alkali Works, Inc. 

The map is of the United States 
as far west as the New Mexico 
border, and shows cities where 
Mathieson maintains warehouses. The 
“hot weather prophet” map assists 
customers in deciding when to obtain 
their spring ammonia charge. 


10 New Zone Managers . 


Named By Evanoil 


DETROIT—Appointment of 10 new 
zone managers for Evanoil division 
of Evans Products Co. has been an- 
nounced by A. W. Shields, division 
sales manager. 

Zone managers and their head- 
quarter cities are: H. J. Waff, Sr., 
Chicago; C. L. Bradford, Chicago; 
O. P. Stuefer, Minneapolis; William 
Bailey, Kansas City, Mo.; H. A. 
Bobar, Denver; W. M. Birnbaum, 
Houston, Tex.; E. L. R. Smith, Balti- 
more; R. -H. Boyer, Philadelphia; 
H. J. Waff, Jr., Norfolk, Va.; Clark 
E. Rucker, Oakland, Calif. 
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A-S-E Froz-n-Food Lockers are designed 
and constructed to meet all the require- 
ments of Cold Storage Food Locker Plants. 
They eliminate unnecessary maintenance 
frequently experienced when 
sturdily constructed lockers, made from in- 
ferior materials, are used. Wide variety of 
types, sizes, and prices provide the practical 
answer to any plant layout problem. 

Froz-n-Food 
Lockers because they assure customer satis- 
Dealers like to sell them because 
they provide extra income at no extra cost— 
do not require servicing—are a source of 
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ALL-STEEL-EQUIP COMPANY 
INCORPORATED 
1426 Kensington Avenue 
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HE success of any refrigeration or air condi- 
tioning system is absolutely dependent upon 


Imperial fittings in both S.A.E. flared type and 
solder type have been especially designed for 


Nuts, tees, elbows and crosses are made from 
brass forgings and will not crack or split. They 
are heavier and stronger than the standard S.A.E. 
fittings and are non-porous, eliminating seepage 
and season cracking. Tees and elbows have flats 
for wrench hold. On fittings with female threads 
Imperial uses an extruded 
bronze rod. This extruded bronze is not subject 
to season cracking. Imperial solder fittings are 
forged with the exception of couplings and re- 
turn bends which are made from drawn seamless 


Imperial Brass Mfg. Co., 565 S. Racine, Chicago PF 
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Of Canadian Locker Plant Described — | “sztits to cavcrisements wit. as 
Ave., Detroit, Mich. 

NEws, the story of how John C. Vidt created and successfully SRATIGN UNGINEER 
refrigerating equipment in the Middle 
This week, the construction of the building, installation of the eS ee 
known, the company is financially sound 
allow rapid advancement to the man 


* RATES: Fifty words or less in 6-point 
- ‘. light-face type only, one insertion, $2.00, 
Construction Data & Operating Methods | sitsssitite Snsertions “00° stats 
PAYMENT in advance is required for 
advertising in this column. 

No. should be addressed to Air Condition. 
ing & Refrigeration News, Cass 
In last week’s issue of AIR CONDITIONING & REFRIGERATION ~<a 
REFRIGERATION ENGINEER. A pro- 
promoted western Ontario’s first real refrigerated locker plant was gressive manufacturer of low pressure 
West has an opening for a young man 
presented by Staff Reporter Alfred Jones. wah edltae tatiana ent wlan yan 
of commercial and air conditioning con- 

. Pp ° ° , i 
refrigerating system, and mechanical operation of the Exeter locker Sane ee, ee ee oe 
plant are described . and the organization is small enough to 
capable of carrying the load. Give com- 
plete details of your education, experi- 


—— — Many types in molded and Alfred 3 
4— extruded rubber available By Alfred Jones ence, personality and present connection 
in your letter of application. Outstanding 


EXETER, Ont., Canada—To pro-® 
vide adequate refrigeration for a chill 
room and for a locker room contain- 


applicants will be interviewed at the 
factory. Applications will be held in strict 
confidence and our own organization has 


for replacement use. Ask 
your jobber for copy of 


at: 


Locker Room 


bulletin listing complete 
375 line. Manufacturers—let us 465 ing 350 lockers in John C. Vidt’s been notified that this ad is appearing. 
Exeter Refrigerated Locker Service = — CORTON . 5 rion 


work from your Blueprints. 
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General Offices ARROW PRODUCTS CORPORATION 
eee ann Factories composed entirely of equipment made CANADIAN SALES Representative would 
seahaacith ioutd in Canada was installed by Wright appreciate hearing from American manu- 
CHICAGO Chicago & Grand Rapids Piano Co., Ltd., Kelvinator distributor facturers who are desirous of entering the 
Canadian market with a line of refrig- 


in Strathroy, Ont. 


The Wright company knew exactly eration or allied lines that could be 


merchandised through established appli- 
ance dealers. Give complete details as to 
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SHAFT SEALS 


Increased customer good-will and lowered 
cost of maintenance always follow the use 
of Rotary Shaft Seals. A trial will prove 
their superiority. 

IMPROVED MODELS © LOWER PRICES © SEE YOUR JOBBER 
ROTARY SEAL COMPANY 
803 West Madison Street, Chicago, Ill. 


CONTINENTAL EUROPEAN OFFICE: Waldorpstraat 
52, Den Haag, Netherlands. CANADIAN OFFICE: 
382 Victoria Avenue, Westmount, Montreal, 
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Most complete f.h. p. belt catalog ever issued. 
144: Pages. Belts for 4450 models, 135 makes 
of electric refrigerators listed by ae 
cross-sections, manufacturers’ part numbers. 
Your copy FREE 


Send your Name and Address to 
L. H. GILMER COMPANY, Tacony, Philadelphia 


ACTION-AIR' 
SYSTEM 


MAN WANTED to sei 
This Profitable Action-Air 
System in Your Territory 


Get the exclusive sales rights to this fast-selling Action 
Air System which solves air circulation problems in 
coolers. One easy demonstration convinces customers 
that Action Air prevents dead air spots, freezing zones, 
humidity difficulties and excessive frosting. It pays for 
itself by reducing shrinkage and spoilage, by saving 
operating expenses and electricity. Easy to sell, 
creates new customers and repeat business. Long 
list of satisfied users. Be the only dealer in your 
territory to sell these machines. Write today for 


THE BROWN CORP., 652 Bellevue Ave., Syracuse, N.Ye oncananin® 


a... PO 
man ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Spoilage 
Shrinkage 


Taste 
Transfer 


Excessive 
Frosting 


Puro Filter Corporation of America 
440 Lefayette Street, New York City Spring 7-1800 


DOORS THAT GLORIFY THE CABINET 


the enthusiastic endorsement of 
manufacturers and dealers 


Ti. Ace Hard Rubber 
“Loxit” units (doors, rails, 
jambs) are the last word in 
modern display refrigeration 
door equipment. They not only 
improve the appearance of 
your cabinets but the service 
obtained. Eight out-standing 
engineering features have won 


ACE “LOXIT® canst) DOORS 


alike. For detailed information 
and prices write to: American 
Hard Rubber Co., 11 Mercer 
St., New York ... 111 West 
Washington St., Chicago, Ill. 
. . » Akron, Ohio. 


MERICA'S BELT BIBLE” 


what refrigerating equipment to use, 
having drawn up the plans for the 
construction of the building. 

The building was made of hollow 
structural tile, and was designed so 
that if Mr. Vidt decides to expand 
the locker plant capacity, an addition 
can be built onto the back. 

A small cellar was made under the 
front section of the building, and in 
here are housed the condensing units 
and a heater. 

William Wright of the Wright 
Piano Co., Ltd. had charge of con- 
struction and of the installation of 
the refrigerating system. The con- 
densing units and forced convection 
cooling units were made at Kel- 
vinator’s Canadian factory in London. 

The Wright company made a price 
proposal with warranty, recom- 
mended equipment, drew up a de- 


Outside dimensions of the building 
are: length, 52 feet; width, 20 feet; 
height, approximately 9% feet. 

Office and processing room at the 
front is 17% feet long, processing 
department itself being 9 feet square, 
and the office being 8% feet long and 
9 feet wide. 

Basement below the front section is 
18% feet long, 11 feet wide, and 7 
feet high, with a separate door at the 
left side of the building opening onto 
stairs leading down. 

Separated from the front section 
by a 74-inch wall is the chill room, 
where the meat is hung to cool and 
age sufficiently before being proc- 
essed and frozen, and where, at pres- 
ent, Mr. Vidt provides cold storage 
facilities for dairy products and 
bottled beverages. Inside dimensions 
of this room are: length, 17% feet; 
width, 8 feet; height, 9% feet. 

Office-processing room and chill 
room, of course, are laid out laterally 
across the building, while the locker 
room in the back is the long way of 
the building. 


WALL THICKNESS 


Wall or partition between the chill 
room and the locker room is 5% 
inches thick and, like that between 
the office and chill room, is insulated 
with 4-inch corkboard,. applied in 
two 2-inch layers. Outside walls, 
ceiling, and floor of the building are 
insulated with 6-inch corkboard, 
applied in two 3-inch layers. 


Locker room itself is 32 feet long, 
17% feet wide, and 9% feet high, and 
is designed for a capacity of 354 
lockers, each 20 inches wide, 30 
inches deep, and 18 inches high, 
arranged in tiers five high. 

Cooling units are located in 
diagonally opposite corners of the 
room, both units being mounted in 
the angle of the wall and ceiling and 
facing down an aisle. Temperature 
is maintained at about 10° F. 

Aisles are 3% feet wide. In be- 
tween the aisles is a double row of 
lockers, back-to-back, 17 lockers 
long. Along each outside wall is a 
row 19 lockers long. 

Refrigerating equipment in the 
chill room includes a forced convec- 
tion cooling unit with three-speed 


View of locker room in Exeter, 


Ont. plant. One of the cooling 
units is shown on the _ wall 
at rear. 


switch, heat exchanger, and expan- 
sion valve. Refrigerating effect is 
provided by a “WK 4100” water- 
cooled condensing unit in the base- 
ment. This unit has a refrigerant 
charge of 6 lbs. of methyl chloride, 


rifled copper tubing, has_ positive 
humidity control, and has 309 sq. ft. 
of surface. A temperature of about 
35° F. is maintained in the chill room. 

Both convection units in the locker 
room are of the same type as that in 
the chill room, and have similar con- 
trols and equipment. 

Locker room coolers are connected 
to a 3-hp. water-cooled condens- 
ing unit in the basement. Like the 
chill room condensing unit, it is a 
two-cylinder, vertical, reciprocating, 
single-acting type, and has a charge 
of 10 lbs. of methyl chloride. 


‘DEFROSTING NO PROBLEM’ 


“Defrosting the convection units is 
no problem,” said Mr. Vidt. “Once 
a week we do the job, taking each 
unit in turn. We just shut off the 
gas, turn on the heater, and let the 
frost melt away and run down the 
drain into the sewer.” 

Mr. Vidt estimated the average 
monthly cost for power, water, and 
heat at $30. Overall operating cost 
for the year, figuring in depreciation, 
regular expenses, and initial cost, 
probably will amount to about $1,600. 


Lockers are of hard maple with 
chicken wire sides and ‘“Flexiboard”’ 
doors. 


WALK-IN DOORS 


Doors into the chill and locker 
rooms are regular walk-in refrig- 
erator doors, insulated with 4 inches 
of cork and finished in matched ash. 


Walls in the refrigerated rooms 
have a base or scratch coat of plaster 
% inches thick with a finished coat 
marked off in blocks 3 feet square. 


Ceilings in the refrigerated rooms 
are finished with cork mastic. 

Cold room floors are of 2-inch 
concrete, with float finish prepared to 
take cork base. Over the cork in- 
sulation, the finished floors are of 
83-inch concrete. 

Walls are laid up with structural 
tile 54% x 8 x 12 inches, having three 
air chambers and moisture resistance 
as required by government regula- 
tions for refrigeration use. 

A louver-type ventilator, with an 
opening 16% x 19 inches, is installed 
in each of the front and rear walls’ 
between the ceiling joist and roof. | 


distributor setup or commission if a direct 
to dealer operation is preferable. Box 
1147, Air Conditioning & Refrigeration 
News. 

WANTED: OPPORTUNITY to represent 
manufacturers of refrigeration supplies 
and equipment, also complimentary lines 
by old established jobber in Northwest. 
We put out catalog and cover territory 
regularly. Send full information and 
literature. first letter. Box 1148, Air Condi- 
tioning & Refrigeration News. 


ENGINEERING SERVICE 


REGISTERED CONSULTING Engineer 
with twenty years’ experience designing 
and developing heating, refrigerating, and 
air-conditioning equipment and systems. 
Complete staff of experts and laboratory 
available for designing and developing 
products or laying out systems. Will 
furnish ideas, or work out yours. F. 0. 
JORDAN (ASRE), 2150 Lawrence, Chicago. 


FRANCHISES AVAILABLE 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 


and is of the two-cylinder, vertical, | giso ' direct draw, mechanically-cooled 

Thi Gil tailed bill of material, and prepared reciprocating, single acting type. beer coolers. Sell with Ehrlich compres- 
” mor © Wine pene. Cooling unit itself is equipped with | sors or with any other make. Attractive 

: discounts, also financing arrangements 

Belt Catalog OUTSIDE DIMENSIONS a 16-inch four-blade fan, has a core to help sell. 70 years in business. Write 
of aluminum fins wedge-locked on | for full information. EHRLICH RE- 


FRIGERATOR MFG. CO., St. Joseph, 
Mo. 2 


BUSINESS OPPORTUNITIES 


PARTNER WANTED: Established house- 
hold refrigerator rebuilding plant, New 
York City; 1938 volume over $78,000.00; 
party should be able to invest at least 
$5,000.00 and handle inside detail work. 
The reason for partner, business has 
grown too large for one man. Wonderful 
opportunity for the right party. Bank 
and business references exchanged. Box 
1140, Air Conditioning & Refrigeration 
News. 
WILL SELL entire, or lease wholly or in 
part, either machinery or building and 
machinery; now in production on line of 
commercial compressors and condensing 
units of % H.P. to 10 H.P. Six story 
concrete building, approximately 100,000 
sq. ft. floor space, located in midwestern 
town of 35,000, good labor market. Power, 
heat and light available, convenient 
shipping facilities. Other interests re- 
quire full attention of present owners. 
Box 1146, Air Conditioning & Refrigera- 
tion News. 

EQUIPMENT FOR SALE 
FOR SALE: Nineteen (19) Cool-Aire self- 
contained air conditioning units; one half 
(44) horsepower, three quarters (%4) horse- 
power, one horsepower. Chieftain com- 
pressors and Wagner motors. All new in 
original box from factory. Will sacrifice 
to right party. Going into another busi- 
ness. L. A. NALTY, Box 234, Baton 
Rouge, La. » 
DEALERS AND SERVICEMEN—Offering 
Kelvinators, General Electrics, Westing- 
houses, Frigidaires, as is, as low as $8.00 
each, guaranteed fully equipped. Frigid- 
aire compressor units, all sizes, guaranteed 
in perfect condition. We have brand new 
boxes, all makes, at below dealers’ prices. 
Write for prices) LANDOR WARE- 
HOUSE, INC., 53 East 10th Street, New 
York City. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired: Rance 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock, $2.50. 
Majestic $2.50, Penn magnetic $2.50, G. 
Frigidaire $2.50. In business over 20 
years. Our name is our guarantee. 
UNITED SPEEDOMETER REPAIR CO. 
INC., 342 West 70th Street, New York City: 


CONTROL REPAIR service. Your col 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress pel 
fection and dependability before price 
One year guarantee on domestic controls. 
Any bellows operated device repaire® 
HALECTRIC LABORATORY, 1793 Lake 
view Road, Cleveland, Ohio. 

PATENTS ae 
HAVE YOUR patent work done by ® 
specialist. I have had more than 25 years 
experience in refrigeration engineeriné- 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE). 
Patent Atiorney, 342 Madison Avenue 
New York City. 
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h A potpourri of personalities among 
d °ur public servants is pictured hereon 
2 very candidly indeed through the 
medium of the editor’s camera. All 
Photographs were taken during inter- 
“ews in Washington. (1) Attorney 
: Genera) Frank Murphy declares that 
*nry Ford’s right of free speech 
: must be protected as well as that of 
| the union organizer.” (2) The attor- 
Rey general ponders over a poser. 


(3) Senator Prentiss M. Brown of 
higan, member of the Senate 


= 


Finance Committee, doubts that any- 
thing can be done about “nuisance 
taxes” (including the luxury tax on 
household refrigerators) at this ses- 


sion of Congress. (4) Senator Brown 
reveals that he sponsored a bill, now 
a law, to spread the payment of 
estate taxes over a 10-year period. 
“Why haven't any of the papers 
published this?” he asks. 


(5) Leon Henderson, former secre- 
tary of the Temporary National Eco- 
nomic Committee, and successor to 


William O. Douglas as member of 
the Securities Exchange Commission, 
admits that tax revision might pro- 
mote recovery through bringing 
“venture capital” out of hiding. 


(6) What goes on here, unfortu- 
nately, has too much to do with 
whether business is good or bad. 
(7) Bruce Barton, congressman from 
New York, president of a famous 
advertising agency, “white hope” of 
business men and “dark horse” for 
the Presidency. The next administra- 


tion, he predicts, will be very unpopu- 
lar, because it will have to “clean up 
the mess the present Administration 
has made.” 


(8) Sir Owen Chalkley of the British 
Embassy, in charge of commercial 
relations between the United States 
and Great Britain. Immediately be- 
hind him is McGraw-Hill’s Paul 
Wooton. (9) Joseph Ruhs, assistant 
administrator of the Wage-Hour Law, 
is one New Dealer with a sense of 
humor. He needs it in that job he has. 


Here’s How Some Men You’ve Been Reading About Look When They’re Thinking 


(10) A. B. Custer and Commander 
M. E. Ring of the Navy Bureau of 
Supplies & Accounts are placing 
millions of dollars worth of contracts 
with private business. (11) Col. Harry 
K. Rutherford, in charge of industrial 
mobilization for the War Department, 
says that “business is cooperating in 
exemplary fashion” with the Army’s 
rearmament program. 


(12, 13, 14, and 15) Chairman May 
of the House Military Affairs Commit- 
tee does some off-the-record talking. 
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le 


THE COLD 
CANVASS 


By B. T. Umor ———— 


Forgotten State 


H. E. Humphreys 
80 South Main St. 
Concord, N. H. 
Dear B. T. U.: 

From the way the “Land of Scenic 
Splendor” (New Hampshire) has 
been treated by the “News” lately it 
looks as though you folks have for- 
gotten such a place exists. ' 

Your T. T. Quinn reported atten- 
dance at the Springfield, Mass. 
Jobbers show as coming from six 
states, mentioning some place called 
“New York” and leaving out New 
Hampshire. 

Now we'll have you know that our 
entire crew was in attendance at the 
show on Saturday the twenty-fifth. 
Made the round trip from Concord in 
one day (270 miles) and didn’t miss 
a trick, by cracky. 

Now, if you would like some news 
that is news you should explore New 
Hampshire. 

We’re not sore about your over- 
looking our beautiful State. You 
were a good sport when we made you 
sing the bass solo at the Servel con- 
vention in New York. 

Just so you'll know there is such 
a place as New Hampshire, and to 
help you remember we're sending 
you some first-run Maple Syrup 
under separate cover. 

Quinn mentioned in his article that 
Ed. McGovern from du Pont was 
there. We didn’t see hide or hair of 
Ed. and are beginning to wonder if 
Quinn was really there. Perhaps he 
was the guy who tried to cut us out 
with lovely Miss Madelyn Dowd 
(C. P. Payson’s private secretary). 

Enclosed is a “News Flash” from 
the Servel Convention. The “artistic 
photography” is by Bill Aulsebrook, 
who sales manages for Servel when 
he isn’t fishing. 

We're cooking up a plot on Ed. 
Terhune. You may recall my parody 
on the “elephant and cabbage” stunt 
if we fail to double the 1938 volume. 
Well, we're looking for witnesses 
who heard Ed. say he’d do the same 
with a cabbage if we did double. 
Having heard many time in detail of 
the ride George Taubeneck was given 
in Boston years ago, I’m sure he 
heard, and will swear to it. 

H. E. HUMPHREYS 


Super Sleuth Snares 
Southern Sales-Stealer 


“Ruthless Rob” and his captor, 


“Eventual Ev.” 
a * * 


NEWS FLASH 
“The attached exclusive photo- 


graph, received from New York, 
depicts the end of the career of a 
notorious bad actor from Richmond. 


“Known among his associates as 
Ruthless Rob, this man has charged 
against him almost every crime in 
the mercantile category. 


“He has stolen business from com- 
petitors, broken into fields held 
exclusively by his competitors, seized 
upon unsuspecting store and inn- 
keepers on the highways and byways 
to coerce them into signing orders, 
and giving up their cash, without the 
slightest warning. 


“Most flagrant of his crimes, per- 
haps, is kidnapping, having been 
guilty during the summer of 1938 of 
seizing one of the fairest daughters 
of the Commonwealth of Virginia, 
whom he spirited away into the wilds 
of Kentucky and Indiana, where he 
did exhibit his prize to the astonish- 
ment of his clansmen and old 


associates. 


“The picture illustrates him in the 
hands of that daring Yankee sleuth 


Eventual Ev (his motto—‘Eventually 
I get ’em.’) We select him as the 
sleuth extraordinary, who bears the 
reputation of having so keen a sense 
of smell that he can detect the odor 
of sour milk two miles down the road 
against a strong northeast wind, 
whereupon he shouts, ‘Whup up the 
hosses—that’s a prospect for a milk 
cooler.’ 


“His ears are so keen that he can 
detect the rustle of a down payment 
in a Scotchman’s pocket 50 paces 
away, and before he drinks more 
than six glasses of the prospect’s 
cider he can classify him as—Church 
Deacon (sweet cider), Tightwad 
(slight odor of rotten apples), or 
normal (cider hard and plentiful). 

“Before the deal is completed and 
the horses turned back toward home, 
Ev will know the cows by their first 
names, will have a date with the 
farmer’s daughter, if any, and will 
have picked up three more prospects 
from casual conversation. What a 
flatfoot! 


“P. S. ‘Rob’ is Robert M. Dunville.” 


Wilmington Dealers Fight 
Air-Conditioning Bill 


(Concluded from Page 1, Column 4) 
tion continues. ‘They have nothing 
whatsoever in common with plumb- 
ing. Men engaged in our installation 
and service departments have spent 
years mastering the intricacies of 
controls and adjustments to a degree 
that few, if any, members of the 
plumbing trade, have ever been called 
upon to handle.” 


It was pointed out that 95% of 
the oil burner and air-conditioning 
equipment is sold, installed, and 
serviced by business organizations 
other than master plumbers. 


“To the best of our knowledge,” 
the petition adds, ‘no nationally ac- 
cepted air-conditioning manufacturer 
is represented here by a master 
plumber, whereas many air-condition- 
ing manufacturers have been repre- 
sented by business organizations with 
no connection or relationship whatso- 
ever with the plumbing business.” 


Asking for passage of the bill, 
Herbert Weldin, president of the 
Master Plumbers’ Association of 
Delaware, characterized the petition 
of the air-conditioning men as “un- 
justified and unfounded.” 


“They are at present working in 
Wilmington under regulatory codes 
and apparently satisfied with them. 
They are fully aware of the point at 
which their work ends and the 
plumber’s work starts,” he said. 


“Another thing to be corrected is 
the slur cast upon master plumbers, 
as a class, as being poorly trained 
and ill-equipped to handle this type 
of business. A large number of the 
master plumbers of today have 
college training. A class of appren- 
tice training in plumbing, heating, 
air conditioning, and kindred subjects 
is conducted in a local vocational 
school. 

Mr. Weldin named a number of 
nationally known burners and air 
conditioners handled through master 
plumber channels and by those hav- 
ing master plumbers’ licenses. 

“Only a few of the opposition,” Mr. 
Weldin contended, ‘conduct an inde- 
pendent business in air conditioning 
or oil heating. The majority conduct 


_ this line of business as incidental to 


their principal business. Because 
there are two different classes of 
individuals installing similar equip- 
ment, there should be one set of 
rules governing both.” 


MASTERCRAFT 
ADJUSTABLE PAD AND CARRYING HARNES* 


The most efficient and economical equipment made 
for handling refrigerators safely and without 
scratching or marring. Pad is separate from 
harness and both adjustable to all styles and 
sizes of cabinets. 
Efficient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 

$8.30 each 


Adjustable 
Harness, 

$6.00 each 
Name of refrig- 
erator attrac- 
tively lettered 
on pad at 50¢ 
extra. 
f.o.b. Chicago. 


Write for fold- 
er and prices on 
pads for refrig- 
erators, washers, 
ironers, ranges, 
radios, ete. 


Pat. Appl'd for 


BEARSE MANUFACTURING CO. 
3815-3826 Cortland Street, Chicago, Dlinois 


Promoted By Gilmer 


M. R. OBERHOLZER 


PHILADELPHIA — Matthew R. 
Oberholzer has been promoted to 
sales manager of the L. H. Gilmer 
Co., and has assumed direction of 
sales for all the company’s lines, 
including V-belts and fabric and rub- 
ber-fabric flat belts and belting. 

Mr. Oberholzer has been in the 
Gilmer sales department for the past 
10 years, and for the past six years 
has been assistant sales manager, 
during four of which he headed the 
fractional-horsepower belts division. 

Other sales appointments’ an- 
nounced by the company include the 
naming of A. K. Schindewolf, of the 
Gilmer sales staff here, as district 
manager for Louisiana, Mississippi, 


and Arkansas, with headquarters in 
New Orleans. 

In the Chicago territory, managed 
by Andrew B. MacFarland, O. K. Mc- 
Cullough has been made _ district 
manager for Kansas and western 
Missouri, with headquarters in Kan- 
sas City; and Cliff T. Pilkey has been 
placed in charge of eastern Missouri 
and southern Illinois as district man- 
ager, operating out of St. Louis. 


Wisconsin Board Settles 
Jurisdictional Dispute 


(Concluded from Page 1, Column 5) 
Water Department, the dispute arose 
in connection with the installation of 
air-conditioning equipment in a Mil- 
waukee store, where both trades 
claimed the right to work. 

The common council immediately 
referred the matter to the Wisconsin 
state board of health at Madison, 
which ruled that licensed plumbers 
are to have jurisdiction over water 
piping up to the point where such 
piping ends, and that piping which 
pertains to heating, refrigerants, and 
other parts of the system is a steam- 
fitter’s job. 


Refrigerator Excise Tax 
Totals $954,436 In March 


WASHINGTON, D. C.—An in- 
crease of 60.2% in excise tax collec- 
tions on mechanical refrigerators 
was reported for March in compari- 
son with March, 1938 by the Bureau 
of Internal Revenue. Respective tax 
collections were $954,436 in March 
of this year, $595,575 March, 1938. 


Universal Cooler Hos 
Profit For Ist Quarter 


DETROIT—Universal Cooler Corp,, 
for the quarter ended March 31, 1939 
reports a profit before federal income 
taxes of $43,812.65, which compares 
with a loss for the same period in 
1938 of $83,959.74. 


For the six months’ period to 
March 31, 1939, the report shows g 
profit before federal income taxes 
of $18,393.12 against a loss of $159. 
066.36 for the same period ending 
March 31, 1938. The corporation’s 
fiscal year ends Sept. 30. 


Stewart-Warner Profit Over 
$145,000 For Quarter 


CHICAGO—‘“Somewhat more than 
$145,000” profit was shown by Stew- 
art-Warner Corp. for the first quarter 
of the year, J. S. Knowlson, chair. 
man of the board, told company 
stockholders at their annual meeting 
recently in Richmond, Va. 

Mr. Knowlson, who presided at the 
meeting, compared this figure with 
the $215,000 loss reported for the 
first quarter of 1938. 

“Were it not for the general feel- 
ing of uncertainty throughout the 
world,” he said, ‘we could feel quite 
confident that business was on the 
mend, but while world improvers 
make exciting news—excitement is 
bad both for the digestion and for 
business. It is hard to fatten nervous 
cattle or to sell in a nervous market.” 

All directors of the company were 
re-elected to serve during the ensu- 
ing year. 


7 Expansion Valves have reduced 


our service costs to a minimum... 


PHONE DAY or NIGHT 


MitcHect 2700 


Master Refrigeration Seruice Co. 


WE INSTALL, REPAIR AND SERVICE REFRIGERATION EQUIPMENT 


MASTER MECHANICS 


Automatic Products Company 
2450 North 32nd. Street 
Milwaukee, Wisconsin 


Gentlemen: 


dependability. 


service costs and 


EFA: EC 


2934 W. LINCOLN AVENUE 
MILWAUKEE, WIS. 


We have been using practically all of the various 
expansion valves on the market and have been keeping a 
check on service rendered on these installations and 
have found that on our jobs where we used A-P expansion 
valves our service cost has been reduced to a minimm. 


Up to the present time we have not had to replace 


any one of your valves and from our previous experiences 
this is an outstanding example of performance and 


We certainly will recommend A-P expansion valves 
to everyone as we all are interested in reducing our 
selling dependable merchandise. 

Very truly yours, 


MASTER REFRIGERATION SERVICE 


a ee a a Oe 


MASTER SERVICE 


March 28, 1939 


The Master Mechanics of Refrigeration know the surest way to 
is Better Quality Valves. 
majority now use A-P Valves on every new installation. ... 


reduce service costs 


And on every Valve replacement job, 


These Valves have never let them down, 
for every one is designed and built espe- 


cially for 
dependability.” 


“outstanding performance and 
Use them for every size 


and type of installation. 


Refrigeration Parts Jobbers, Who Recognize 
Quality, Stock A-P Valves 


AUTOMATIC PRODUCTS COMPANY 


2450 NORTH 
MILWAUKEE 


THIRTY —SECOND 


STREET 


wisconsin 


DEPENDABLE 


THE BYWORD FOR A-P VALVES 


99 


Ellsworth 
Anderson 


President and Owner 


Master Refrigeration 
Service Co. 


New Modern Home of 
Master’ Refrigeration 
Service Co. 


Wisconsin 


Milwaukee, 


ican 
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